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WE SAY IT WITH CHECKS—953 TIMES EACH DAY 


Every day The Northwestern Mutual sends out, on the average, 953 checks to beneficiaries for 
whose benefit insurance proceeds have been left with us for distribution on a regular income basis 


HAT single fact is important to 

any man seeking for a way to make 
his life insurance dollars go farther 
in accomplishing the things for which 
he buys insurance. It is important: 


Wa 


FIRST 


—because The Northwestern Mutual as 
a pioneer of income settlements, stands 
out pre-eminently in helping its policy- 
holders to realize the many advantages of 
income settlement plans as a means of 
making their thrift more fruitful. Today, 
The Northwestern Mutual holds more 
than 163 million dollars for such install- 
ment payments to beneficiaries. This is 
the largest such sum held by any life in- 
surance company. 


SECOND 


—because the extentto which Northwestern 
Mutual policyholders use income-settle- 
ment plans evidences:(1) The constructive, 
continuing service of the Northwestern 
Mutual agent, (2) the flexibility of the 
several methods offered by this company, 
(3) the faith and confidence in the com- 
pany which those who know it feel, (4) 
the recognition by policyholders that total 
benefit payments by The Northwestern 
Mutual are larger on the installment basis. 


Whether or not you are now a Northwestern Mutual policyholder, it will be well worth your while to 

talk with a Northwestern Mutual agent about income settlement plans for your insurance. He can 

give you advice that will help you make insurance premium dollars—and your benefit dollars—go 
farther. Send for the booklet, “We Are The Northwestern Mutual.” 


ee inn We cee THE NORTHWESTERN MU 


MILWAUKEE, WISCONSIN 


(This full page advertisement will appear in the October 12th issue of The Saturday Evening Post) 
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PLANNED ESTATES and PLANNED CAREERS 
Both Featured by Home Life of New York 


ETHELBERT IDE LOW, Chairman of the Board 


7 JAMES. FULTON, President 














The Planned’ Career 
of 


A HOME LIFE UNDERWRITER 


Loti; 


ot 








How the. Plan Works 








Producer 


Every resource and facility is concentrated 
on the objective of furnishing well-ordered 
guidance and direction to the new man. The 
result is but one sales plan with a highly per- 
fected technique and well-proven standards by 
which to measure progress and development. 
If his talents lie in the direction of agency 
management the reassuring thing is that Home 
Life’s methods offer him an opportunity to 
qualify for agency work. 


What They Say About It 








Field Assistant 


When business or family situations 
permit, the qualified producer is 
sometimes brought into the Home 








Office as Field Assistant for more 
intensive training along Planned 
Estate lines. He becomes familiar 








Supervisor 


Any qualified producer inclined along agency 
lines is given an opportunity to recruit and 
train men in the agency in which he is work- 
ing. His duties as supervisor are made easier 
by financial assistance if necessary. 


with definitely worked-out plans of 
recruiting and direction. 








“Home Life gives career underwriters 
abundant opportunity in the managerial 
phase. This opportunity for progress is 
rapid and substantial.” 


From a Field Assistant who began his 
career at 22. Now 28, he wants to be a 
General Agent, and is rapidly qualifying 
for that position. 

















“It is so easy to enjoy personal contacts 
with the officers of Home Life—and it 
offers an unequalled opportunity for 
any young man who wants to go into 
agency work.” 

From a_ successful General Agent who 


‘ began his career in 1926 and now, at age 
35, heads a healthy, growing agency. 











Field Assistant 


Among Home Life’s most successful 











General Agents are men who directly 
benefited from Home Office training 
as Field Assistants. As fast as each 
man qualified for agency responsibil- 








General Agent 


One of the difficulties in the life insurance 
business in the past has been the absence of a 
well worked-out plan to develop a man into a 
successful General Agent. In Home Life, a 
man qualifies under a definite plan and when 
ready to go into agency work it is practical 
and possible to establish arrangements which 
meet his situation and enable him to devote 
his time solely to agency building. 


ity his chance was given him to man- 
age an agency of his own. (Of 30 
ranking agencies for the year to date 
9 are headed by General Agents who 
were former Supervisors or Field 
Assistants. ) 








“The opportunity to train for manage- 
ment was the deciding factor in my 
selection of Home Life in which to begin 
my career.” 


So writes a successful General Agent who 
began his career at 36 and after three years 
of personal production and supervision be- 
gan his agency four years ago. 























“Never shall we find ourselves with men 
of ability and ambition who are being 
denied the opportunity because there 
are no openings.” 


From “Home Life—Its Record and Its Plans” 

















patiently supports a long-range plan of training and direction that has produced 
an agency force which represents life insurance on a high plane of professional con- 
duct. Planning thus becomes the essence of everything in Home Life’s operations 
and the importance of planning has been outlined in a booklet called, “Home Life— 
Its Record and Its Plans.” If you would like a copy, address your request to the 
Company at its Home Office, 256 Broadway, New York City. 


*Planned Careers: Within the outline of a Planned Estate chart (the familiar 
presentation form of Planned Estates service, copyrighted by the company) Home 
Life is proud to show how it builds careers as it builds a company. A new man 
coming into the business has small chance of becoming a successful producer unless 
he works under the auspices of a going or growing agency. “Mushroom growth” is 
not the keystone to Home Life's expansion plans. To the contrary, the Company 











C. €. FULTON, Agency Vice-President W. P. WORTHINGTON, Superintendent of Agencies 
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Senator O'Mahoney 
Will Address 
Insurance Group 


Will Speak Next Week 
Before the American 
Life Convention 


The American Life Convention an- 
nounces that United States Senator J. 
C. O’Mahoney of Wyoming, chairman 
of the Temporary National Economic 
Committee that made the investigation 
of life insurance, will be one of the 
guest speakers at its annual meeting at 
the Edgewater Beach Hotel, Chicago. 
He will speak Thursday afternoon, the 
last session. His subject will be “The 
Institution of Life Insurance and the 
T.N.E.C.” He will make the trip from 
Cheyenne by airplane, arriving in Chi- 
cago Thursday, will deliver his address 
and fly back to Wyoming that night. 
He is in the midst of a political cam- 
paign and his time is valuable. Nat- 
urally his address will prove one of the 
high lights of the meeting. Senator 
O’Mahoney has been quoted on various 
occasions as endeavoring to be emi- 
nently fair with insurance in the inves- 
tigation that was prosecuted by the 
TEN. E.G. 

Naturally during his presence on the 
platform the attendance will be at its 
peak. Another factor that will increase 
the attendance this year is that this 
will be the first gathering of life com- 
pany executives of the United States 
and Canada since this country entered 
on its new national defense program. 
This creates various problems in con- 
nection with insurance. Life insurance 
in past national emergencies has proved 
to be one of the nation’s strongest ram- 
parts. The recent participation of the 
life companies in Canada in its second 
war loan was a fine demonstration on 
part of the industry of its fealty to free 
American institutions. 


Life Presidents’ Delegation 


The official delegation from the As- 
sociation of Life Insurance Presidents 
will be President Franklin D’Olier, Pru- 
dential, and Second Vice-president C. 
G. Taylor of the Metropolitan Life, the 
latter having been at one time president 
of the American Life Convention. 

_ At the Legal Section luncheon meet- 
ing next Monday, Robert Dechert, 
counsel Penn Mutual Life, has chosen 
as his subject, “Arsenic Little by Little: 
or Slow Poison and Quick Claims.” 

_ Dwight L. Clark, executive vice-pres- 
ident Occidental Life of Los Angeles, 
who was scheduled to speak Thursday 
afternoon, is shifted to Wednesday 
afternoon in order that Senator O’Ma- 
honey can have the place Thursday 
aiternoon. 

_At the Industrial Section, Henry E. 
Niles, superintendent of agencies Bal- 
timore Life, takes the place of O. L. 
Jennings, underwriter American Na- 


Careful Planning 
Landed Convention 


Cincinnatians Prepared 
Thoroughly for Capture 
of 1941 Gathering 


CINCINNATI—tThis city’s success- 
ful bid for the 1941 meeting of the Na- 
tional Association of Life Underwriters 
was the result of a carefully prepared 
and unobtrusive campaign to secure the 
support of the voting delegates for 
Cincinnati next year. Shortly after the 
mid-year meeting of the National as- 
sociation in Atlanta, L. B. Scheuer, 
State Mutual, president of the Cincin- 
nati Life Underwriters Association, ap- 
pointed a committee with Ray Hodges, 
Ohio National, secretary of the Na- 
tional association as chairman, and in- 
cluding J. C. Benson, Union Central, 
vice-president of the Ohio Association 
of Life Underwriters; C. V. Anderson, 
Provident Mutual, past president of the 
National association; G. J. Woodward, 
Equitable Society, and himself. 


Pre-convention Activity 


Key men in the local association had 
talked the matter over and decided that 
it would be logical for Cincinnati to 
make a bid for the 1941 meeting. 
Cleveland had been disappointed for the 
1940 meeting after spending a consider- 
able amount for promotion expense and 
it was decided in the early stages that 
only a modest sum would be expended, 
in the most effective way possible, in 
creating sentiment for Cincinnati prior 
to the Philadelphia meeting. About 
2,000 letters were sent out altogether. 
Letters were sent to the person in each 
association having a vote, local general 
agents wrote their fellow general agents 
in other cities soliciting their support, 
and a second letter was sent out by 
general agents of the company .repre- 
senting the same company as the voting 
delegate. 


Preference Indicated 


By the time of the convention, replies 
to the letters sent out indicated over- 
whelming preference for Cincinnati. All 
of the members of the general commit- 
tee attended the Philadelphia meeting, 
opening up headquarters and contacting 
delegates. Cincinnati’s bid was pre- 
sented in masterly fashion by Mr. Ben- 
son, it being conceded generally that if 
the race had been close, Mr. Benson’s 
handling of the bid would have swung 
the voters to Cincinnati. 

M. L. Hoffman, executive secretary 
of the National association, will come to 
Cincinnati in a week or two to consult 
with the committee on plans for the 
1941 meeting. Chairman Hodges will 
shortly make an announcement regard- 
ing convention committees. It is an- 
ticipated that the city will be host to 
the largest gathering in the entire his- 
tory of the National association. 








tional of Galveston, who was originally 
on the program but found it necessary 
to cancel his engagement. Mr. Niles 
will speak on “How a Newcomer Looks 
at the Industrial Insurance Business.” 


Actuaries Program 
Is Announced 


Many Timely Subjects to 
Be Discussed at White 
Sulphur Gathering 


The program for the joint semiannual 
meeting of the Actuarial Society and 
American Institute of Actuaries, to be 
held in the Greenbrier, White Sulphur 
Springs, W. Va., Oct. 30-Nov. 1, is an- 
nounced this week. There will be a 
joint session the first morning, separate 
meetings of the society and institute the 
second morning, with a dinner-dance 
that night, and a joint session the last 
day. J. M. Laird, vice-president and 
actuary Connecticut General Life, presi- 
dent Actuarial Society, will preside over 
the first joint session, and R. A. Ho- 
haus, associate actuary Metropolitan, 
president of the Institute, at the final 
joint session. Both will present their 
presidential addresses. There will be 
no afternoon meetings the first and 
final day. The agenda for the meeting 
includes: 


Oct. 30, Joint Session 


Informal discussion. 

I. Investments and Interest Rates. 

(a) What is the probable future 
course of the interest rate earned by life 
insurance companies? What factors are 


likely to cause an increase? a further 
decrease? 
(b) What are the present trends in 


the distribution by types of investments? 
Is the proportion of new investments in 
United States or Canadian government 
securities decreasing. What problems 
may arise in future because of the ex- 
tent of such investments? 

(c) What are the advantages and dis- 
advantages of investment in F.H.A. 
mortgage loans? 

(d) What general principles should be 
followed in determining the asset value 


of (i) real estate; (ii) mortgage loans 
not apply secured; (iii) amortizable 


bonds selling at very low prices or hav- 
ing low ratings? 

II. Basis of Gross Premiums and Re- 
serves. 

(a) In view of interest rates now ob- 
tainable on new investments and the 
doubt as to improvement in the imme- 
diate future should premium rates and 
reserves for new issues be calculated on 
a lower interest basis? If so, what 
would suitable rates be for participat- 
ing and nonparticipating policies? 

(b) In connection with any change in 
the interest basis should the opportunity 
be taken also to change (i) the mortal- 
ity basis, (ii) from the net level pre- 
mium plan to a preliminary term basis? 
What are the practical possibilities in 
view of present statutory requirements? 
In event of such changes what modifica- 
tions in the basis of nonforfeiture values 
would be either necessary or desirable? 

(c) Are increased reserves necessary 
for existing annuity contracts? Should 
reserves for such contracts be increased 
from time to time to reflect reduced in- 
terest rates or improvement in annuity 
mortality experience? : 

Ill. Dividends. 

(a) What modifications have been or 
are likely to be made in dividend for- 
mulas as a result of (i) decreased in- 
terest; (ii) improved mortality; (iii) re- 
ductions in asset values? 

(b) What would be the general effect 
on dividends and on the incidence of the 
cost of insurance of changing from pres- 
ent bases of premiums and reserves to 


(CONTINUED ON PAGE 30) 


Government Life 
Insurance Provided 
for Military Men 


May Buy from $1,000 to 
$10,000 for About 66 Cents 
Monthly Per $1,000 


WASHINGTON, D. C.—Establish- 
ment of a new government 
life insurance 
and draftees called for military train- 
ing under the compulsory conscription 
act, based on the world war plan with 
modifications time service, 
was provided for this week in the excess 
profits tax bill passed by Congress. 

Under the proposal, men called into 
active service will be permitted to take 
from $1,000 to $10,000 life insurance, 
paying a monthly premium which will 
probably be but slightly in excess of the 
66 cents per $1,000 per month paid by 
soldiers and sailors during the world 
war. 

Every man inducted into military 
service will be given 120 days in which 
to apply for insurance, and those who 
may be released from active service 
within that period will also be granted 
policies if application is made before 
discharge or registration. 

The insurance is to be issued upon 
the five year level premium term plan, 
with the privilege of conversion into 
ordinary or 20 or 30 payment life poll- 
cies, but policies not converted will 
terminate at the expiration of the five 
year period. Provisions for cash, loan, 
paid up and extended values, dividends 
from gains and savings, refund of un- 
earned premiums, etc. may be incorpo- 
rated from time to time by regulations 
issued by the administrator of veterans’ 
affairs. 

Premium rates are to be the net rates 
based on the American Experience 
Table of mortality and interest at the 
rat of 3 percent a year. All cash value 
and other privileges shall be similarly 
computed. 

Policies will be made payable to a 
widow, widower, child, parent or 
brother or sister of the insured, and 
payments of benefits will be made in 
monthly installments over a period of 
240 months in the case of beneficiaries 
under 30 years of age and for life in 
the case of older benficiaries. 

Payment of premiums may be waived 
during periods of total disability of the 
insured. ’ 

Financing of the insurance is to be 
undertaken through a national service 
life insurance fund to be set up in the 
treasury, into which will be paid all pre- 
miums. Any deficit is to be made up 
by appropriation. 


system of 


for national guardsmen 


for peace 


N. A. L. U. OPPOSES PLAN 
Assailing the federal plan as a “tax 
on patriotism,” and the hiding of “dis- 
honest bookkeeping,” under the guise 
(CONTINUED ON PAGE 30) 
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aius W. Diggs Comments on Phases 
of Current Agency Practice 


W. Diggs of Richmond, Va. beginning agent cannot have the earn- smaller than those of the other man. brief review I have made of the history 
t Penn Mutual Life, ing c capacity of a veteran, but there is I know big contractors, who of course, of agents who have been associated or 

one of the best informed men in the no serious objection to him having to are their own bosses, successfully pur- are now associated with this agency. 
had valuable ex- tighten his belt and pinch pennies while suing their businesses and I know in- When I consider all the surrounding cir- 
numerable small contractors, some of cumstances with each group, I wonder 
and who has done considerable expeTi- Getting An Agency Spread them not justifying much more than the why it is that men who had an hip 
nting, writes to THE NATIONAL designation of carpenter, who in their nity here and could not make good 
UNDERWRITER, impelled largely by the “Some hold that because it requires a scheme of things continue to find a were in so many cases able to make 
contribution of S. D Weissman of Bos- superman to be one’s own boss that the clientele, sell their services and live good in other lines of endeavor. The 
which has attracted wide attention. independent-contractor relationship of a_ relatively comfortable lives. We only consideration of the whole subject has 
Diggs states that Mr. Weissman’s commission agent tends to account for have to look about to find such ex- led me to wonder whether there is not 
tribution was accepted by those in- many failures. Of course, one has to be amples in many, many lines of endeavor, something that needs correction in the 
erested in the business as having been a superman to obtain outstanding suc- so I do not subscribe to the belief that basis of our commission compensation 
intended for instructive purposes and cess in any business, but I do not sub- one must be a superman to boss his own as related to first year as contrasted 
of scribe to the theory that star agents activities unless it is definitely modified. with commissions for renewal years, 


Gaius 
general agent ot 


business, one who has 
yerience, who has his feet on the ground, being inducted into the business. 





ton, 





1ay lead to a further consider: ition 

field practices that may be of real bene- only are required for our business. I Cc f Fail whether there should not be some ad- 

fit. He continued: think definitely the reverse is true and Pe St Pee justment of the contracts in relation to 
“Much has been said as to the neces- that we will fulfill every need of a sound “One problem I have been trying to new commissions and govern new com- 


organization if we seek our agency ma- solve during much of my experience missions according to the size of the in- 
tion for agents. I doubt that anvbody terial from the leaders of the various might be stated as, ‘when is failure due dividual case decreasing the percentage 
an speak authoritatively on that point classes, socially and economically, that to laziness or inefficiency and when is as the size of the policy increases so that 
at this time, but it may be desirable to compose our citizenship in order that we it due to discouragement?’ I have had a the compensation to the agent would be 

; may have representation that may carry fair amount of experience with financ- more nearly in accord with his expendi- 
work we will really have gotten some- the message of insurance in understand- ing, including some instances of sal- ture of effort, whether there is not a 
where, if they do not work, we will at. able language to each respective such aries, but I have not found that the wastage as a result of paying commis- 
least have gotten that idea out of our class. ability to dictate the work effort as a_ sions to those not entitled to them on ac- 
minds. I do believe that some form of “I can see no good ground for feel- result of salary or advances produced count of small annual production or hav- 
salary contract is desirable for induct- ing that nature will work out any dif- the expected result. Of course, there ing left the business, in the correction 
ing some men into our business, but I. ferently in our business from what it has in instances been the question of of the present commission system in still 
would want to clarify the admission in does in others. Of course, we all know poor selection to start with, but I am other ways of which the above are sug- 
professional men who are comfortably of the opinion that the certainty of in- gestive. 
Cc 1 supporting themselves in their respective come in life insurance work is more “What do you think?” 
omments on Salary Plan social and economic classes, but with likely to lessen the activities of the en 

(a) It does not seem to me that we widely varying incomes and varying ex- agent through its tendency to promote ° P — 
is for fi feeling of complacency than it is to Birmingham Association 


will ever be on a sound basis for field ceedingly in other respects and I think a feeling of complacency 


— until the quantity and quality that is as it should be. They do not serve as a medium through which the Holds Sales Congress 


sity of a salary as a basis of compensa- 


try out some salary plans and if they 


that statement to the following extent: 


of the field forces are in proper relation have a bill of goods to sell in a direct degree of effort anticipated can be re- 

to the » insurance coverage to ‘be effected. way but salesmanship of a kind does quired and procured. One of the out- BIRMINGHAM, ALA.—The Bir- 
A vital consideration in that proposition enter into even the professional pic- standing general agencies in this state ineham apaidiathee of Life Underwrit- 
is, Of course, the aggregate of the ex- ture. is headed by a partnership, the partners ers held a onedae sales clinic. J. O. 
aoe d clement available for compensat- Need Not Be a Superman of which began as agents in this office Ogle presided. Graham Kirkpatrick, 
ng the agents. and on a contracted basis of financing. I jew 3irmingham general agent Mutual 


“(b) Any starting salary, in my judg- “In nearly every walk of life you was much impressed when shortly be- Benefit Life spoke on “Selling the Com- 
ment, should be justified solely by the and I know men, when we stop to think fore the first year had elapsed those two )Jete Provram.” listing the st as vet 
fact that the beginning age lid al i ‘ho are definitely their 7 *n voluntarily came pg seri- | ee ee 
fact th: 1 g g agent did not about it, who are definitely their own men voluntarily came to me and sefi- ting the prospect, fact finding interview 
know the field, that is, did not know’ bosses just as much so as a life insur- ously requested that not only should preparation ‘ee euse presentation pone 
who were and who were not prospects, ance agent, but who are selling their their advances be immediately cut off © ¥ i : at: 

: ; ; ‘ 3 suf : : : ie carrying out prospect’s wishes. He said 
or 3 the | lid not hz a clien- ERE yee 1 7 i have u STE ee - J t 

rin other words, did not have a clien services or commodities and have man but, irrespective of what future pleas ; s ‘ ssibl 11 whict sea 
tele, and should not have to be justified aged ay in their respective busi- they might make, that they be flatly jt aS Wmpossiole to tell which step was 
; Magi a c e justine aged to Stay in their respective Dus! they might make, that they be Matly the most important 
'y lack of opportunity in our business nesses during their whole lifetime. 1 turned down on any subseqtent loan or heck aan a eis ‘tae aaa 
or by the lack on the agent’s part of a have in mind a big farmer who has pro- advance. The reason they assigned was Sin -eninens weak Peso ce a &: Pee 
i 4 . . . - . . a . sS ‘4 
sufficient knowledge of the business to duced chiefly money crops successfully that it was prompting them toward lax : ip 4 

; ; ; : on the good work done for a client. A 


support himself while getting started, as all his life and is now retired and I activities. They were infinitely better ; a 

vell as that same man would be able to have in mind a small farmer who has producers after the financing terminated real ee is one who has erst 

do were he starting in some other rea- done exactly the same thing, though his than before. wishes to preserve his assets, is familiar 

sonably comparable work. Of course, a retirement requirements are infinitely “All of which brings me back to the with business practice and whom the 
agent can approach with weight. All 





— — of some sort, 
PARTICIPANTS IN PANEL DISCUSSION ica lore by te feaeieoenece 


Special Agent Hicks Talks 





R. G. Hicks, special agent Prudential, 
told of his success in selling the settle- 
ment options. He asks a_ prospect, 
“How long can you answer the roll call 
after your death?” When a prospect 
raises the objection that he cannot af- 
ford to buy additional insurance, Mr. 
Hicks suggested, the agent can bring 
out the things the prospect would have 
to do without to buy the insurance com- 
pared with the things his family would 
have to do without after his death if he 
did not buy the insurance. Such moti- 
vating stories and questions cover a wide 
variety of prospects, Mr. Hicks said. 

Another speaker was Dr. Lee Mc- 
3ride White, Baptist minister, on 
“Strategy in Handling People.” 


North Dakota Men Entertained 


FARGO—C. T. Tollefson, Fargo, 
N. D., state manager of the Mutual 
3enefit Health & Accident and United 
Benefit Life, and Mrs. Tollefson were 
dinner hosts to a delegation of North 
Dakota representatives of these compa- 





H. COCHRAN FISHER HAROLD KRAFFT RUSSELL SCHELK 

nies, before the group left for Omaha 
Three mem bers of the Washington, give an interchange of facts and opin- Reliance Life. There will also be three for the dedication of the new home of- 
D. C.) C.L.U. chapter will figure in a ions on the general subject “Pro bono company men, Fred L. Fisher, adver- fice building. Frank W. Thomas of 
panel discussion at the meeting of the publico” or “For the good of the pub- tising manager Lincoln National Life; Fargo and A. C. Decker of Drake, N. D., 
Life Advertisers Association in that city lic The three men are H. Cochran Harry V. Wade, vice-president Ameri- were guests with all expenses paid by 
at the forenoon session, Oct. 15. They Fisher, Aetna Life, Harold Krafft, can United Life, and Arthur F. Sisson, the Tollefson Agency as awards in a 

are all live wires. They are going to Provident Mutual, and Russell Schelk, advertising manager State Mutual Life. sales drive which began Tan. 1. 
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N.A.L.U. Meeting 
in Philadephia 
Outstanding Event 


Testimonial Dinner for Dr. 
S. S. Huebner Gives Ses- 
sions Unusual Touch 


By R. B. MITCHELL 


Nearly every convention of the Na- 
tional Association of Life Underwriters 
is “the best ever” when viewed in im- 
mediate retrospect but there are several 
Philadelphia 
gathering should be printed in bold face 


N.ALE.U. 


reasons why the recent 


type in any list of conven- 
tions. 

The testimonial dinner for Dr. S. S. 
Huebner was in itself enough to make 
the Philadelphia convention outstanding 





DR. S. S. HUEBNER 


among all conventions. Testimonial 
dinners are generally frightful ordeals 
for everybody, including the guest of 
honor, but the genuine spontaneous af- 
fection in which Dr. Huebner is held 
made the dinner the sort of occasion 
which a testimonial is really intended 
to be. 


Made Conferment Address 


The dinner also made an impressive 
setting for the C.L.U. conferment ex- 
ercises, with Dr. Huebner himself mak- 
ing the conferment address. In the 
latter he outlined his whole philosophy 
of insurance education. Then President 
T. I. Parkinson of the Equitable Society 
on behalf of the sponsoring organiza- 
tions announced the creation of the S. S. 
Huebner Foundation for Insurance 
Education, financed by a $125,000 fund 
raised by life companies for expenditure 
over a five-year period for scholarships 
and fellowships in life insurance educa- 
tion. The affection in which thousands 
of life insurance men and women hold 
Dr. Huebner was further expressed 
when C. J. Zimmerman, National asso- 
ciation president, presented to Dr. 
Huebner a silver service, a pair of 
candelabra, and a set of Spode china 
teacups, after -dinner coffee cups and 
dessert plates. . 

While the highly satisfactory registra- 
tion figure of something over 2,100 did 
not set a new record, the Philadelphia 
gathering was especially notable for a 
spirit of harmony and cooperation and 
tor the admirable handling of local ar- 

(CONTINUED ON PAGE 30) 


Wright Succeeded 
by E. C. McDonald 


Metropolitan Life Cana- 
dian Manager Is Retiring 
—Worked Up from Ranks 


OTTAWA—Harry D. Wright, sec- 
ond vice-president, who has been in 
charge of the Metropolitan Life in Can- 
ada since 1931, is retiring from active 
service at the close of the year. He 
will be succeeded by Edwin C. McDon- 
ald, a third vice-president. 

Mr. McDonald was introduced by 
President Leroy A. Lincoln to nearly 
900 members of the Canadian head of- 
fice staff and to 70 Canadian managers 
who are in charge of the field force of 
2,000. The managers were in Ottawa 
for a business conference at which Mr. 
Lincoln and other home office men 
spoke. 

Mr. Wright, who has been prominent 
in Ottawa’s civic and social circles, as 
well as in the business world of the Do- 
minion, during his nine-year term as 
Canadian manager, with his retirement 
will conclude a life insurance career 
covering more than four decades, all of 
it spent with the Metropolitan. He 
started as an agent in 1898 and has 
climbed the ladder to one of the most 
responsible executive positions. The 
Metropolitan has more than 2,500,000 
policies in force for over $1,000,000,000 
insurance and has over $250,000,000 in- 
vested in the dominion. 


Won First Trophy 


As a member of the field force, Mr. 
Wright’s accomplishments were out- 
standing. While a manager he was the 
first to be awarded the veteran’s trophy, 
which is offered each year to the dis- 
trict which leads the Metropolitan field 
in all-around results. On another oc- 








Huge Insurance Premium 
on U. S. Defense Policy 


John A. Citizen’s defense bill 
for the next five years will amount 
to a 2 percent annual insurance 
premium on his 350 billion dollar 
property, the U. S. A. It will 
equal his combined annual expen- 
ditures for beverages, both soft 
and alcoholic, tobacco, motion pic- 
ture admissions, jewelry, radios, 
cosmetics, and furs, according to 
an analysis by Northwestern Na- 
tional Life. 

On the basis of present defense 
commitments and additional proj- 
ects likely to be authorized, build- 
ing and maintaining our defense 
plant will cost an average of a lit- 
tle over 7 billions per year during 
the next five years. This is ap- 
proximately 10 percent of our 
present national income. 








casion the district under his manage- 
ment led the entire field force in the pro- 
duction of ordinary insurance in a single 
year. His thorough knowledge of life 
insurance fundamentals is evidenced by 
the fact that in 1921 he was loaned to 
Denver University to organize and di- 
rect a new course in life insurance sales- 
manship. 


McDonald is Group Expert 


Mr. McDonald, while a comparatively 
young man, has spent 20 years in life 
insurance, 15 of which have been with 
the Metropolitan. He was educated at 
Ohio State University. During the 
world war he served as a lieutenant in 
the U. S. marine corps and later was 
commissioned a captain. 

Mr. McDonald became actuary and 
later treasurer of the old Life Insurance 
Service Bureau of Chicago. He then 
joined the former National Life, U.S.A., 
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ing Father & Son insurance. 


companies. 


his spare time. 


with all three boys agreed. 


greater. 
coming premiums. 


In another instance an 


WILLIAM H. KINGSLEY 
Chairman of tne Board 





JUNIOR PARTNERS 


One of our women underwriters especially enjoys writ- 
On this occasion she presented 
a letter of introduction to the father of three boys. 
new idea to him, although he had insurance in eight different 


Himself a believer in thrift for the whole family, he 
encouraged his sons to earn money by raising 
chickens, and rabbits, running errands, doing odd jobs, all in | 


would take kindly to the idea 
of paying part of their premiums from their earnings. But 
after a talk with them about it he came to the underwriter 
The two eldest were insured. 
The third, too young at present, will be back when his age is | 
In the meantime he is getting a head start on the 


| 
He liked the presented plan of Father & Son insurance, 
but wasn’t sure that the boys 


interested father had his son 
write the underwriter for an appointment. 
whole plan, answered the lad’s intelligent questions. 
derstood and liked the plan, filled in and signed the applica- 
tion, then together they approached the father. 


| THE PENN MUTUAL LIFE INSURANCE CO. | 


INDEPENDENCE SQUARE, PHILADELPHIA 


It was a 


vegetables, | 


She went over the 
He un- 


JOHN A. STEVENSON 
President 














Four Life Company 
Executives Confer 


with SEC Officials 


Douglas, Brigham, Van 
Schaick, and Shanks 
Invited to Washington 


WASHINGTON—Executives of four 
prominent life companies conferred this 
week with Commissioner Sumner T. 
Pike of the & Exchange 
Commission and Gerhard Gesell, coun- 
sel of the SEC life insurance study, who 
examined the witnesses at the TNEC 


Securities 


hearings on life insurance. 


Those who attended the conference, 
at the invitation of the SEC, were 
Lewis W. Douglas, president Mutual 


Life and former director of the federal 
budget; E. S. Brigham, 
tional Life of 
Schaick, vice-president New 
and former New York insurance super- 
intendent; and Carroll B. Shanks, vice- 
president and general solicitor Pruden- 
tial. None of those who attended would 
discuss the nature of the conference. 
Presumably the subject of discussion 
was the forthcoming report of the SEC 
to the TNEC which has not yet offi- 
cially been released although lengthy 
alleged excerpts from it were published 
some weeks ago in the New York 
“Herald Tribune.” 

Since the excerpts of the report thus 
published seemed designed to make as 
strong a case as possible for federal 
supervision it seems probable that 
some form of federal regulation was 
brought up at the conference between 
the SEC officials and the insurance 
executives. 

Mr. Van Schaick has on several oc- 
casions urged a realistic approach to 
the problems of insurance regulation. 
In his address last June before the 
Boston Association of Life Under- 
writers he observed that the question 
of a possible issue between state super- 
vision and federal or state supervision 
coordinated through a federal ogy id 
mentality is not primarily one to be de- 
cided by those to be supervised. Never- 
theless, he observed, insurance people 
should be much concerned that super- 
ision should be strong, simple, effective, 
fair and uniform. At that time he said 
that if diverse state laws and _ litiga- 
tion tend to deplete assets in the han- 
dling of insolvent interstate insurers 
then attention should be given to 
bringing such insolvencies under an 
amendment to the federal bankruptcy 
law. 


president Na- 
Vermont; G. S. Van 
York Life 


Shultes Chief Statistician 

ALBANY, N. Y¥.—Davis L. Shultes, 
who has been acting senior statistician of 
the New York department since the 
retirement of Charles Maar more than a 
year ago, has been appointed to the post 
permanently as the result of standing 
first on the civil service list of those 
eligible for the position In addition to 
his experience qualifications, Mr. Shultes 
was first in the competitive examination 
held for the post. ‘ 

Mr. Shultes is well 


1 
known to 


many 


in the insurance business, as he has 
charge of the annual statements and 
other data available for public use at 


the department’s Albany office. Mr. 
Shultes’ readiness to help visitors find 
whatever they are seeking makes his ap- 
pointment a popular one among the large 
number of insurance men whom he has 
aided in this way. 3efore becoming 
acting senior statistician Mr. Shultes was 
an examiner in the brokers’ bureau 
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Seeks Rehearing in 
Nebraska Case of 
Republic National 


Arguments Presented to 
Show High Court Mis- 
interpreted Incontestable 


NEB.—The American 


representing 156 com- 


-INCOLN, 
Life Convention, 
panies, filed a brief in the supreme court 
asking 
Na- 


which vir- 


joining 29 other companies in 


for a rehearing of the Republic 
tional 
tually denies to companies operating in 
Nebraska the to elect what risks 


they 


case, the decision 
right 
shall assume 
decision has 
insurance 
circles, and so changes the nature and 
extent of the risks insured against in 
an ordinary life policy containing the 
Nebraska standard policy provisions, 
from those actually intended to be un- 
dertaken by the companies as provided 
for in their actuarial and reserve cal- 
culations, as to justify a rehearing 
where full opportunity may be given 
representatives of companies licensed in 
the state to argue points not fully cov- 
red in the original argument, when 
1ey were not parties. 


Misinterpreted the Statute 


The attorneys say the 


attracted wide attention in 


Che attorneys say that the court mis- 
interpreted the incontestable statute, 
and insist that it was not designed as 
and was never intended to be a man- 
date as to coverage. They argue that 
Director Smrha and the court are both 
mistaken as to the legislative intent 
when it passed that statute, and that 
instead of being an attempt to reach a 
practice whereby companies con- 
tracted to pay a definite sum upon 
proof of death and by subsequent pro- 
visions subtracting from the risk itself, 
the purpose was of a contrary sort. 

This clause, they point out, was first 
inserted in policies by companies, and 
now it amounts to an agreement be- 
tween the insurer and the insured that 
after the expiration of such period the 


some 


company shall be estopped from con- 
testing the policy or setting up any 
defense except such as was reserved 


therein or allowed on the ground of 
public policy. 


Does Not Define Policy Risk 


The clause, they argue, does not de- 
e the policy risk and does not define 
~y coverage. Its real purpose and 
function are to make certain that cov- 
erage existed after expiration of the 
contestable cage thus making final 
and irrevocable the risk which the com- 
pany assumed. The court, therefore, is 
wrong in holding that after the period 
of incontestability has expired and no 
question of naval or military service is 
involved, the sole issue is the death of 
insured 

Various court decisions are cited to 
support the argument that the clause 
was not designed to prevent a company 
from defining the risks it may contract 
to undertake. That purpose was to pro- 
tect a beneficiary from matters relating 
to the original validity of the policy con- 
tract to which he was not a party and 
which do not appear upon the face of 
the policy. It is not necessary and was 


never intended that the beneficiary 
should be protected against the exclu- 
sion of risks from the contract. As re- 


gards the coverage, the beneficiary 
needs no protection. He is as capable 
of reading the terms of the policy as is 


the insurer that may deny his claim. 
Both may at any time ascertain from 
the terms of the policy the fact as to 
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Home Life Leaders Hold Giatveiaity 








New 
and members of the agency asso- 
ciation joined in a luncheon meeting at 
Philadelphia to pay tribute to a group 
of producers who qualified for a trip to 
the convention of the National Associa- 
tion of Life Underwriters. 


Officers of the Home Life of 


York 


Seated left to right: H. F. O'Reilly, 
J. E. Lockwood, P. S. Gesswein, James 
A. Fulton, Leo Minuskin, R. M. Sim- 
ons. Standing: C. C. Fulton, W. P. 
Worthington, W. W. Clore, Paul Grove, 
Jr., I. G. Roos, Leonard Wentink. 

The prize winning salesmen were P. 
S. Gesswein, Leonard Wentink, H. F. 
O'Reilly, I. G. Roos, P. Godshaux, 
Jr.. W. W. Clore and P. F. Grove, Jr. 
C. C. Fulton, agency vice-president, was 
toastmaster. James A. Fulton, president 
and Leo Minuskin, president of the 


Home Life Agency Association, were 
speakers. 
Others from the home office were 


Leigh Cruess, underwriting vice- presi- 
dent; W. P. Worthington, superinten- 
dent of agencies; J. S. G. Kemp, agency 
secretary; John H. Evans and E. C. 
Kelly, Jr., assistant superintendents of 
agencies; Francis H. Low, agency field 
assistant, and Paul Troth, supervisor of 
publicity. 

General agents present in Philadel- 
phia were Mr. Minuskin of Paterson, 
N. J.; A. G. Joseph and R. M. Simons, 
New York City; J. C. Bristow, Rich- 
mond, Va.; J. E. Lockwood and T. A. 
Dent, Jr., Philadelphia; V. M. Shewbert, 
Pittsburgh; J. F. Ramsey, Chicago; 
Lester Horton, Newark, and Vernon 
Holleman, Washington, D. C. 





Takes Action on Draftees 
the Same as in 1917 


Action of the Union Central Life in 
announcing that the company will pay 
the difference between the wages re- 
ceived in private life and that paid by 
the government to those of its employes 
who are affected by conscription for 
military training is similar to that taken 
by the company in the World War. 
The company also assured its employes 
that they would find their jobs open to 
them on their return from military serv- 
ice. During the World War, the com- 
pany made up the difference in wage 
irom its employment and that paid by 
the government to all employes in mili- 
tary service for the duration of the war. 

When new employes are taken on by 
the company to replace those who have 
entered military service, they accept their 
positions with the understanding that 
they are temporary for the term of the 
original employe’s service. A statement 
is signed certifying to that understand- 
ing and retained by the company. 


what conditions bene- 
fits thereunder will be forthcoming. 
Other legal points raised include 
these claims: That the statutory incon- 
testable clause has been uniformly con- 
strued as a limitation affecting only 
those risks covered by the policy; that 
the amendment to the New York in- 
surance laws after the Conway decision 
indicates legislative approval, not repu- 
diation of the law of that case; that the 
authorities relied upon by the court do 
not support its conclusion; that if the 
words “face of the policy” do not em- 
brace all above the signature of the 
maker then all other provisions, such as 
non-forfeiture, loans, cash values which 
may affect the amount payable at ma- 
turity are nullified; that the construction 
placed on the Nebraska statutes places 
several state laws in irreconcilable con- 
flict and will confront the court with the 
necessity of repealing by judicial decree 
legislative provisions otherwise given 
full force and effect, and that the con- 
clusion of the court disregards long 
standing practice of the department in 
approving aviation exclusion riders. 


when and under 


Agency problems were discussed at 
the first fall meeting of the St. Paul 
Managers & General Agents Club. 


Commissioner Blackall Is 
in Demand for Conventions 


Commissioner J. C. Blackall of Con- 
necticut, president National Association 
of Insurance Commissioners, is in great 
demand today as a speaker before insur- 
ance and other groups. He has been 
before some of the state associations of 
insurance agents in New England. He 
was on the program of the annual meet- 
ing of the National Association of In- 
surance Agents at Buffalo. He spoke 
this week before the annual‘ meeting of 
the Ohio Association of Insurance 
Agents at Cleveland. He is slated to 
speak before the Indiana Association of 
Insurance Agents at its annual meeting 
in Indianapolis, Oct. 29-30. 

He had intended to represent the Na- 
tional Association of Insurance Com- 
missioners at the annual meeting of the 
American Life Convention at the Edge- 


water Beach Hotel in Chicago next 
week but found it necessary to cancel 
that engagement. His place will be 


Commissioner McCormack of 
According to custom, 
Blackall will give an ad- 
dress before the Association of Life In- 
surance Presidents in New York City 
the first week of December, the organi- 
zation always inviting the president of 
the association to deliver one of the set 


taken by 
Tennessee. 
Commissioner 


addresses The mid-year meeting of 
the commissioners will be held at the 
Pennsylvania Hotel, New York City, 


that same week. 


Goodpaster on Conscription 


Commissioner Goodpaster of Ken- 
tucky has issued a statement to all in- 
surance companies and agents concern- 
ing agents called into military and naval 
services. The statement says in part: 
“In the event a licensed insurance agent 
is called into service of the United 
States government, he may file with the 
director of insurance power of attorney 
properly executed and recorded to any 
person suitable to the insurance com- 
panies represented by him and accept- 
able by the director of insurance to 
perform for him and act in his behalf 
and to have all the powers granted him 
under licenses held during the period of 
such service without the necessity of 
such designated person procuring li- 
censes, or paying any fee therefor.” 


War Problems Are 
Discussed in L.O.M.A. 
Des Moines Rally 


Methods of Handling 
Drattees Are Studied— 
D. N. Warters President 


DES MOINES—A panel discussion 
on problems arisng from war conditions 
featured the annual conference of the 
Life Office Management Association 
here. A. J. D. Morgan, assistant gen- 
eral manager Great-West Life, struck 
the theme with the statement that war 
conditions were a challenge to home 
office managers to see that business was 
carried on as efficiently as in the past. 

Other speakers pointed out that the 
life insurance business was not a part 
of the defense program resulting in less 
deferments and would have more mem- 
bers in the selective draft and national 
guard than other industries. It was 
reasoned reduced efficiency rather than 
dollars and cents loss would be felt. 


Benefits Being Continued 


A comparison on those companies 
that have announced plans for granting 
leaves of absence to home office em- 
ploys was made and it was generally 
found virtually all benefits, such as 
group insurance, pension plans and, i 
some cases, hospitalization, were being 
carried by the companies. It was no- 
ticed there was a divergence in the 
amount of salary being paid to those 
drafted, some being on the Canadian 
war time plan of making up a full salary 
for one year, and others paying only 
one to three months pay. 

A comparison was made on the num- 
ber of world war soldiers who returned 
to the companies following the last war 
and how many were still employed by 
the companies. Mr. Morgan reported 
an exceptionally high rate in the Great- 
West, with 57 enlisting for the world 
war, four of whom were casualties, 
seven never returned, 15 worked from 
four months to six years, seven died 
since rejoining, and 24 still working for 
the company. An Iowa company re- 
ported the opposite, with very few re- 
turning or still employed. 


May Waive Married Women Rule 


There also seemed to prevail the 
opinion that relaxation of rules on mar- 
ried women would result from the draft 
act and the places of the men leaving 
for the army would be filled by them 
with the understanding their jobs were 
only temporary. 

It seemed to be the consensus that 
the return of men from service would 
not create a serious problem since un- 
der the act other men would be drafted 
and the turnover of women employes 
would take care of the situation. 

The attitude of outsiders regarding 
continuation of salaries to those drafted 
also was regarded as important. It was 
said that companies in smaller cities 
face a different situation than those in 


larger cities. 
Other subjects touched upon in the 


panel included payments on insurance 
contracts to nationals of belligerent and 
conquered countries, agency bank ac- 
counts, and routine for monthly billing 
of amortized mortgage loans. 


Discuss Question of Nationals 


Regarding payments to belligerent 
countries it was deemed company rec- 
ords are sufficient to identify such na- 
tionals but difficulty was being experi- 
enced in making payments. One speaker 
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FINDING “LOST” POLICYHOLDERS 
IS PART OF EQUITABLE SERVICE 





* Ewpressions of gratitude and appreciation such as 
this, when “Lost” policyholders are finally found, 
compensate The Equitable’s Lost Policyholders 
Unit for what may be months or years of effort 
dating from the return of an envelope marked 
“Address unknown.” 





i pretty hard to conceive that a man could forget he owned a life insurance policy. 

But The Equitable knows from experience that some policyholders do forget. And looking for those “Lost” pol- 
icvholders to pay them money that’s due them, helping them to establish their claims, carrying the search, if necessary, 
from state to state and city to city, to locate their heirs, has long been a part of The Equitable’s service. 

The Equitable maintains a Lost Policyholders Unit in the Home Office. This Unit does not wait until claims 
have definitely matured but swings into action when contact has been lost with a policyholder over any protracted 
period of time. 

Through the efforts of this Unit, employing all means of investigation and enlisting Equitable agents throughout 
the country to press the search, hundreds of “Lost” policyholders or their beneficiaries have been found and paid money 
that they did not know was theirs. 

The Equitable’s special organization to locate “Lost” policyholders evidences the thoroughness of a service which 


has but one aim—to see that the purposes for which people buy life insurance are carried out. 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES 


393 Seventh Avenue, New York Thomas |. Parkinson, President 

















Explains Group 
Insurance Plans and 
Their Great Growth 


A. E. Armstrong Says They 
Offer Abundant Oppor- 
tunities for Business 





CLEVELAND—A. E. Armstrong of 
Cleveland, field supervisor group and 
pension divisions of the Aetna Life, 


was to speak at the annual meeting of 
Agents 
and Sale oi 


Ohio Association of Insurance 


on “The Development 


Group and Hospitalization Insurance.” 
In his absence on account of illness, 
G. G. Walsh, Aetna group manager in 


Cleveland, read his paper. 

He divided his subject into three parts, 
first, showing the present day modern 
group business is a very large and im- 


second, he acquainted his 


portant one, 

hearers with hospitalization insurance 
as it is being written today, and, third, 
he discussed the sale of group insur- 


ance lines. 
Triple Threat to Workers 


He said that death, disability, de- 
pendency in old age constitute the triple 
threat to all who work for a living. He 
declared that group insurance in_ its 
several forms has helped to remove this 
triple threat. The earliest form of group 
insurance written covered only death. 
In 1912 the first group life policy was 
written. Life insurance on the indi- 
vidual basis had already made great 
strides. At that time there. were 19 
billions of insurance in force in this 
country, yet only a small part covered 
the working class. 

Since its beginning group life insur- 
ance has enjoyed a aul growth. At 
the end of last year there were nine 
companies writing about 96 percent of 
group insurance with policies in force 
on 20,000 business concerns covering 
8,000,000 employes for $13,500,000,0000 
insurance. Last year over $100,000,000 
in claims were paid under group poli- 
cies. A large proportion of the cases 
revealed that group insurance was the 
only estate left of the deceased. On 
the average the amount of insurance is 
equal to about one year’s earnings. 


Effect of Loss of Earnings 


Mr. Armstrong said it was not long 
before it became evident that it was not 
enough to protect employes against 
death. Loss of earnings, resulting from 
illness and accident was very impor- 
tant Workmen's compensation laws 
cover occupational accidents. All com- 
pensable disabilities, he said, represent 
only about 10 percent of all disabilities. 


The first group accident and_ health 
policy was issued in 1915. Lg eight 
leading companies writing tl form in- 


than 
amount of 
excess of 
nnity. The 
$28,000,000 


sure 10,000 concerns and more 
3,000,000 wage earners. The 
insurance involved is in 
$40,000,000 of weekly indet 
premiums are in 
annually. 

In 1921 the 
insured with an_ insurance 
Here was the start of another group 
insurance line, viz., group annuities. 
The seven leading U. S. companies in 
this field are holding reserves of over 
$700,000,000 for more than 500,000 em- 
ployes and the reserves are growing at 
the rate of more than $100,000,000 a 
year. 

Mr. Armstrong said 
recent line of group 
developed is hospitalization. It is really 
an outgrowth of group accident and 
health. Companies started writing em- 
ployes hospitalization insurance on a 


over 


excess of 


first fund was 


company. 


pe nsion 


that the most 
insurance to be 


about 1928. A _ recent 
step has been the inclusion of insur- 
ance against the cost of surgical oper- 
ations and hospitalization benefits for 


group basis in 


employes’ dependents. Today there are 
over 3,000 concerns that have arranged 
group hospitalization insurance with 


companies for their 1,500,000 employes 

He said that this form of insurance is 
enjoying the most rapid rate of growth 
of any of the group lines. The volume 
of insurance in force has more than 
doubled each year for the past several 
years. For many years he said indi- 
vidual accident and health policies have 
contained a hospitalization feature. The 
primary feature of the policies is the 
weekly indemnity to replace lost earn- 
ings. Simultaneously with the develop- 
ment of group hospitalization there has 
also developed the non-profit hospital 
service association. There are over 60 
such concerns and they cover about 
5,000,000 people. Mr. Armstrong said 
it is highly necessary for the agents to 
know the differences between the non- 
profit plans and the insurance company 
plans. 


Plans Are Contrasted 


Group hospitalization contracts are 
made with employers for the benefit of 
their employes and in the event of hos- 
pitalization benefits are paid directly to 
the employes in the amount stipulated. 
Non-profit organizations, however, con- 
tract with hospitals to provide the serv- 


ice. If hospital beds are available in 
the hospital under contract the sub- 
scribers are fully protected to the ex- 


Under insured plans the 
daily benefits, fees for an- 
aesthetics, laboratory, x-ray, operating 
room as well as surgical fees depend 
upon the schedule of benefits adopted. 
Benefits under the non-profit plan are 
based on charges made by the hospital 
whether or not all or only part of the 
charges were taken care of by the plan. 
Non-profit plans provide hospital ben- 
efits for dependents and were the first 
to include this option. Modern insured 
plans include dependents’ coverage if 
desired. 

The insurance plans, he explained, 
are more strictly underwritten with re- 
spect to the number of employes and 
the percentage of participation. Insur- 
ance companies do not insure groups 
of less than 50 lives and at least 75 
percent of all eligible employes must 
come in. Most non-profit plans write 
groups smaller than 50 lives and do 
not require any such high percentage 
of participation. 

Non-profit plans, he said, do not pay 
any commissions. Insurance compa- 
nies, however, have learned through 
many years of experience that the com- 
mission basis is sound. He said there, 
is a large field for selling group hos- 
pitalization. It ties in very well with 
other group contracts. While much of 
the growth of group hospitalization is 
due to the foundations laid by other 
forms of group insurance, the non- 
profit plans have also aided in further- 
ing its popularity, he added. 

The ideal arrangement for a group 
policy, he explained, and the most prac- 
tical is for the employer and the em- 
ploye to share in the premium although 
croup disability and hospitalization may 
be paid for entirely by the employes. 
“here are many good sound reasons he 
pointed out why employers § arrange 
group insurance for their employes. 
The principal one undoubtedly is that 
employes need the coverage to be pro- 
vided and the employer through his 
corporate purchasing power to be the 
provider. In addition companies know 
that they have improved employes _re- 
lationshins by the wleauion of such a 


tent promised. 
amount of 


plan. Employers actually save money 
in operating their business by provid- 
ine emploves with group protection. 
Most of the great companies have 
reguar staffs of salaried home office 
group representatives who assist agents 
and brokers. Thev are experts in their 
line. Thev assist in promoting the idea 


actual build- 
schedule of 
needs of a client's 


insurance, in the 
ing of the nlen and the 
henefits to fit the 


ot groun 
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employes. They install the case for 
the producer. 

Mr. Armstrong said that the infor- 
mation that a producer needs with 
which to approach clients on the sub- 
ject of group insurance is not technical 
and would be readily given by any 
company that writes this kind of a con- 
tract. He said that Ohio with its many 
fine cities, small and large, is a good 
one for general business and for group 
insurance as well. 


Another Conserved Company 

SAN FRANCISCO — Commissioner 
Caminetti has been appointed conserva- 
tor for the Equitable of California with 
head office at Oakland. He alleged an 
examination showed the company in 
hazardous condition. The charge is it is 
not complying with requirements for is- 
suance of certificate of authority and 
that the officers have violated provisions 
of the insurance code. This makes 12 
Chapter 9 life and disability companies 
for which he has been appointed con- 
servator since Aug. 15. 


Launch St. Louis Ad Series 
The General American Life has started 
special newspaper advertising program 
in St. Louis’ three daily papers. Direc- 
tors will be introduced with their busi- 


Hamilton Cooke, Jr.. Now 
Handling N. Y. Life’s Clubs 


Hamilton Cooke, Jr., for 14 years 
agency organizer of the New York Life’s 
Missouri clearing house at St. Louis, 
this week took over his new duties as 
club secretary at the home office. In 
this newly created post he will have 
charge of ‘the work relating to club con- 
eg formerly handled by the late 

E. Dedell and more recently by the 
oy assistant, Martin Sorensen, who 
retired Oct. 1. 

Mr. Cooke was graduated from Mon- 
tana State School of Mines in 1912. He 
joined the New York Life in 1915 as 
an agent in Denver. Before becoming 
agency organizer in St. Louis he was 
cashier in St. Joseph, Mo., and agency 
organizer in Kansas City. His father 
was for many years inspector of agen- 
cies for the New York Life in the south- 
west. 


C. B. Oliver, Jr., has been appointed 
Waco, Tex., agency manager for the 
Seaboard Life of Houston. 


financial and civic associations. A 
human interest series, based upon hap- 
penings which may occur in any person's 
life, will then follow. 


ness, 





Our New 
ARROW of GOLD POLICY 


Provides — 


1—Low cost protection at less than 
term rates. 


2—Selection of any renewal period 
(not less than five). 


3—Renewal privileges any number of 
times until age 60. 


4—Final renewal tc age 70 (selection 
period ends at age 60). 


5—Conversion privileges any time un- 


til age 70 


A liberal, flexible, low cost contract. Extraordinary 
first year commissions and renewals. 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, 


ILLIN@IS 


Exceptional General Agency contracts in the states of linois. 
lowa, Indiana, Ohio, Missouri and Kansas 
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Interest in Effect 


of Compulsory Plan 
for Military Work 


Life Companies Are Giving 
Thought to War Clause 
Subject 


discussion, no 
meeting of 


There will be some 
doubt, at the 
the American 
Edgewater Beach Hotel in Chicago as 


forthcoming 
Life Convention at the 


clauses. So far but few 
have taken any definite action, 
permitting the underwriting 
ments to watch the 
younger men that are 
tary service and to 
amount issued to them. 


to war com- 
panies 
depart- 
applications of 
eligible for mili- 
hold down the 

The fact that 
the country will now have compulsory 
military service puts the companies in 
a position where some action would 
seem desirable. They are naturally 
studying the effect of government in- 
surance and the new plan just adopted 
by Congress for providing insurance for 
those not in regular military service but 
in the defense plan of preparation. 


Getting Clauses Approved 


Many companies have gone ahead 
with the process of getting proposed 
war clauses approved by the various 
insurance departments. Quite a few 
have taken the precaution of submitting 
several different versions so as to be 
ready for all possible conditions. 

Since many who would be called 
under the conscription program would 
be trained as airplane pilots there would 
be a considerable aviation hazard even 
if there were no hostilities. The record 
under the Civil Aeronautics Authority’s 
civilian pilot training program has been 
extremely good as far as fatalities are 
concerned but training large masses of 
recruits in the use of the much higher 
powered military aircraft might be a 
very different story. 


Watching Battle of Britain 


Underwriters are watching the battle 
of Britain with particular interest be- 
cause it will show whether the German 
theory of utilizing vast numbers of 
sketchily trained pilots is superior to the 
British system of having a smaller but 
very highly skilled air force. In the 
event of hostilities the German system 
means a much greater number of deaths 
among fliers since the death rate is 
higher and more pilots are involved. 

Two companies are already putting an 
aviation exclusion rider on every policy 
issued to unmarried men under age 31 
on the theory that this is the group 
from whom the pilot trainees will be 
drawn in greatest numbers. 


Misunderstandings Possible 


_ Life companies, while holding off 
from adopting a general war clause very 
largely for competitive reasons, are also 
sensible of possible misunderstandings 
of their motives on the part of the public. 
Chere is danger that the public, with 
patriotic feelings uppermost, will forget 
that the life companies would be 
absorbing the war risk on vast numbers 
of their policyholders without any extra 
premium and that the purpose of the 
war clause is not so much td bar a 
needed type of coverage to those who 
may have to die for their country as to 
prevent those who are called into service 
from loading up with excessive amounts. 

If there were some way that this 


adverse selection could be avoided there 
would not be so much necessity for a 
general war clause. 


But experience has 


shown that young men whose income 
and responsibilities would make $3,000 
to $4,000 a substantial amount of insur- 
ance will readily buy $10,000 if there is 
a certainty or even a strong possibility 
of going into military service. In Can- 
ada, for example, it has been found that 
young men of this type have bought as 
high as $25,000 of insurance, the only 
reason being the imminence of war serv- 
ice. Life company officials, while sym- 
pathetic with the desire to obtain maxi- 
mum protection realize that companies 
are not geared to take care of such a 
cncnemninune of war claims when there 
is no counterbalancing effect from other 
purchasers. 

The emphasis of the recent TNEC 
investigation on alleged anti- competitive 
practices among life companies might 


















There is no substitute for a lusty 
kick when a player’s opponents have 
him backed up against his goal line. 
And there is no substitute for cash 
when the head of a family dies. 

The need for cash at this critical 
time is easily demonstrated. With 


dramatic national advertising lead- 


NO SUBSTITUTES 


ing the way, John Hancock agents 
score steady gains with our read- 


justment income plan. 


LIFE INSURANCE COMPANY 


oF Boston, MASSACHUSETTS 
GUY W. COX, President 


prove another embarrassment in the pro- 
mulgation of war clauses. It would 
be vastly simpler and no detriment to 
the public if companies could have 
uniform and simultaneously effective 
war clauses. Yet there is always the 
possibility that uniformity either in con- 
tent of clauses or in timing of effective 
dates would bring in Assistant Attorney- 
General Thurman Arnold’s anti-trust 
division with the further possibility in 
the background that it might be made 
a test case for federal 
insurance. 


Plan for Registration 


K. R. Miller, 
man, has figured out a way 
the annual meeting of the Life 


general program chair- 
to prevent 
Adver- 


regulation of 


tisers Association in Washington, D. C., 
Oct. 14-16 from interfering with national 
registration day, which has been set for 
Oct. 16. 

Special arrangements have been made 
to allow those attending the L. A. A. 
meeting who are within selective service 
age limits to register in Washington. 

W. K. Magruder, who completed 25 
years with the Connecticut Mutual Oct. 
1, was tendered a testimonial dinner by 
a group of Baltimore general agents‘who 
have been associated with him durittg 
those 25 years. He was presented a sil- 
ver pocket piece on which were en- 
graved the signatures of those present at 
the dinner. E. J. Clark, Sr., state agent 
John Hancock and “dean” of life insur- 
ance men in Baltimore, was toastmaster. 








Program Announced 
for Life Advertisers 


Annual Conclave to Be 
Held at Washington, 
D. C.—Schedule of Events 


Life Advertisers Assoc iation an- 
nounces its progra n for the annual 
meeting to be held in Washington, D.C. 

Oct. 14-16. Karl Ljung, Jefferson 
president. The theme 
“Dollars and Cents in 


Standard Life, is 
program 


of the 














KARL LJUNG, JR. 
Life Insurance Advertising” will be de- 
eloped in the two day session at the 
Hotel Washingto1 
Monday, Oct. 14, Morning 
Presidential Address, Kar Ljung, 
president, superintendent rf vent 
lefferson Standar Life 
“Trends ir izing e Anni te- 
rt J. M inager f field serv- 
€ Massachuset \MIutu 
Merchandising the Annual Report 
Through the Field F« t R. |} Helser, 
supervisor of field se e Home Life of 
New York 
Reporting Em} es R. R. Louns- 
ry, presider Bankers Ni Life 
Your Job and Mine Ho J. John- 
president Institute of Insur- 
sreetings eN. A. L Har} 
Wright, preside: Nati Associa- 
f Life Underwriters 


Afternoon and Evening 








4 conducted tour thr gh the Federal 

re u of Investigatior United States 
re} tment of Justice 

inner at Hogates i vaterfront 
f wed by A Nigt \ ¢ t 

e Hotel Washingt 
Tuesday, Oct. 15, Morning 

What Management Expects From Its 

Vertising Dollar \ H Thiemann, 
ecretary tt vice-president New York 

Te 

Are We retting Ss. S. Larmar 

e-president Young «& Rubican 

The Public’s Point f View Thomas 

soushé president Morris Pk Bank 
rgini 
s How W iat I Kennedy, 
‘ ! executive J \\ t Thompson 
mpany 
nue I iness eeting 
Afternoon 
Pro Bono Publi Pane Discussion; 
nterchange of facts and opinions, be- 
tween the field man and the advertising 
lager. 

From the field H. Cochran Fisher, 
Aetna Life; Harold Krafft, Provident Mu- 
tual Russel! Shell Reliance Life, all 

embers of the Washingtor ot FE 

apter. 

From Life Advertisers Association: 
Fred L. Fisher advertising manager 
Lincoln National; Harry V. Wade, vice- 


president American United; A. F. Sisson, 


idvertising manager State Mutual 
Group discussions of exhibit material 
vith the eee chairmen; George A 

Adsit, vice-president Girard Life; Jack 


Kt. Morris ph of publications Business 
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State Farm Group 
Holds Open House 


The State Farm companies, Bloom- 
ington, Ill., are holding an open house in 
their new eight-story addition to the 


home office building Oct. 3-4. This rep- 
resents the 11th increase in space in 18 
years, made necessary by steady growth. 
The new addition, almost doubling the 
floor space, was completed, together 
with remodeling of the main structure, 
at a cost of $500,000, and provides 74,- 
250 square feet of floor space, with 
80.252 in the older building. 

The open house was preceded by a 
banquet at which G. J. Mecherle, foun- 
der and chairman, was honored. Mr. 
Mecherle organized State Farm Mutual 
\utomobile in 1922. R. P. Mecherle and 
G. E. Mecherle, sons of the founder, are 
president and secretary. 

With completion of the addition, State 
Farm has all service departments readily 
accessible to the public on the first floor, 
including the State Farm Travel Bureau 
for motorists and general travel, the 
McLean County Agency and the Illinois 
claims department. 


the building is 12 


The main part of 
stories high with an auditorium on the 
roof. Among outstanding teatures, in 


addition to the planned working space, 
are club rooms on the fourth floor, one 
for women employes and the other for 
men, a modern medical division with 
four examining rooms, three rest rooms, 
laboratory, milk station, and offices for 
physician and nurse, where employes 
are given periodic medical examinations. 


There is also a training school for em- 
ployes. 
Men's Assurance; L. L. Howard, sales 


National; 


promotion manager Columbian 
H. A. Richardson, Mutual Benefit. 

Evening—Annual dinner-dance. 
Wednesday, Oct. 16, Morning 

“How to Increase the Effectiveness of 
Your Direct Mail,” A. R. Gould, circu- 
lation manager “United States News,” 
Washington. 

“Keeping the Power in Man Power,” 
G. A. Harper, assistant superintendent 
of agencies Bankers Life of Iowa. 

“Our Part in the Picture,” N. A. White, 
advertising manager Provident Mutual 
Life. 

“Life Insurance Today and Tomorrow,” 
William Montgomery, president Acacia 


Mutual Life. 

Noon—Luncheon, with installation of 
new officers and presentation of award 
ertificates. 
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Provident Mutual’ Ss 
Pension Plan Given 


New Program Presented 
Will Be Put in Effect Next 
New Year 


The Provident Mutual has announced 
to its field force the putting into effect 
on Jan. 1, 1941, of a noncontributory 
plan providing veteran agents’ fees ‘o 
agents who have attained age 65 with a 
certain minimum amount of insurance in 
force and who have had at least 15 
years of service with the company. The 
plan is simple in that it relates solely to 
the amount of insurance in force beyond 
the renewal commission period. The 
amount in force is ascertained as ot 
June 30 of each year. For each $1,000 
of insurance in force beyond the re- 
newal period, the fee during the year 
commencing the next Jan. 1 will be 60 


cents payable in 12 equal monthly in- 
stallments. Thus, for $1,000,000 of in- 
surance in force beyond the renewal 
period, the agent qualifying would 
receive $50 monthly in addition, of 
course, to first and renewal commis- 
sions received on business still within 


the commission period. 

There is a further provision that any 
agent who, after attaining age 65 with 
15 years of service to his credit, has a 
total amount of insurance in force otf 
$1,000,000 will not thereafter receive less 
from the company from all sources than 
$50 per month. And then, in addition to 
that, there is provision that after age 
75 the agent will not receive less per 
vear than 60 cents per $1,000, based 
upon the total insurance in force June 
30 of the year in which he attained age 

If, for example, this amount in force 
een be $1,500,000, the monthly 
amount received from the company from 
all sources would not fall below $75. 

To inaugurate the plan, agents quali- 
fied as to age and service will be in- 
cluded if they have at least $500,000 of 
insurance in force—the minimum in- 
come being prorated accordingly. After 
the plan goes into effect the qualifying 


minimum is to be $1,000,000 of total 
insurance in force. As with many non- 
contributory plans, this one is not con- 


tractual and is subject to the control of 
the company. However, it is hoped that 
nothing will arise to prevent its indefi- 
nite continuance. 





Massachusetts Mutual Parley Held 








The executive committee of the Massachusetts Mutual Life’s general agents 
association held a conference in Philadelphia in connection with National Associa- 
tion of Life Underwriters’ annual meeting. Seated to the left starting with J. F. 
Cremen, Washington, who is in the center in a light suit, are: M. R. Orr, Phila- 
delphia; L. H. Cook, and C. K. Litchard, Springfield, Massachusetts; E. L. Smith, 
Indianapolis; Richard Blackmur, Boston; Frank McNally, Minneapolis; J. W. Tyson, 
Richmond; Lawrence E. Simon, New York; Chas. Schaatf, Syracuse; E. W. Hughes, 


Chicago; and John W. Yates, Los Angeles. 


Standing: C. W. Reuling. Peoria; Harry I. Davis, Atlanta; Irl Jackson, Cincinnati; 
Chester O. Fischer, vice-president, and Seneca M. Gamble, agency assistant. 


Agent's Status 
Is Argued Two Days 


Independent Contractor or 
Employe Question Before 
Insurance Appeals Board 


NEW YORK—tThe question as to 
whether life insurance agents are inde- 
pendent contractors or mere servants or 
employes was argued for two days be- 
fore the New York Unemployment In- 


surance Appeals Board. Referees ot the 
unemployment department have held 
that agents are employes, and _ there- 


fore the companies are subject to taxes 
on their commissions, Lawyers repre- 
senting the companies contend that they 
are not employes 

Superintendent "Pink testified as a 
witness on behalf of Monarch Life, 
maintaining that the insurance depart- 
ment regarded life agents as independ- 
also 


ent contractors. This company 
producd as a witness N. B. Hadley, 
expert on public service, who for 30 


years administered life insurance in the 
state insurance department and who 
was referred to by counsel as the fore- 
most living life insurance authority. Mr. 
Hadley testified that under the Arm- 
strong law and practice followed by the 
insurance department, there was no 
doubt that lite agents are independent 
contractors, and therefore the rule by 
the referee under the labor department 
that they are mere employes contradicts 
the rule of the insurance departnient. 


Colorado Decision Argued 


On the second day of the hearing, H. 
I. Rosen and T. R. Ayervais, counsel 
for the industrial commissioner, urged 
that under the Colorado decision a rule 
of law had been settled that soliciting 
agents are mere employes. They re- 
ferred to a decision in Idaho to the 
same effect and pointed out that the 
highest court in North Carolina has 
settled the same principle. 

One of the members of the board of 
appeals, I. D. Neustein, asked the at- 
torneys for the industrial commissioner 
for their conception of the law in the 
event that a written contract of engage- 
ment provided that the agent give his 
time exclusively to the company, where- 
as the practice following this engage- 
ment was directly to the contrary. 

At the conclusion of the hearing it 
was directed that counsel for the in- 
dustrial commissioner submit briefs to 
all counsel for the companies within ten 
days and that two weeks thereafter re- 
buttal briefs should be submitted by the 
companies’ counsel. 

The companies represented before the 
appeal board beside Monarch Life were 
Northwestern Mutual Life, Aetna Life, 
Mutual Life of New York, United Mu- 
tual Benefit Association of Harlem, 
Connecticut General Life, Equitable So- 


ciety, Berkshire Life, National Life of 
Vermont, Prudential, and Manhattan 
Life. 


Van Stralen San Francisco Head 
F. J. Van Stralen, general agent 
Massachusetts Mutual Life, has been 
a. me president of the San Francisco 
ig U. chapter, with Fred B. Wiley, 
Equitable Society, vice-president; Mrs. 
Eda Hudson, Northwestern Mutual Life, 
secretary, and Robert Davies, New York 
Life, treasurer. 
Directors are Nelson Davis, Guardian 
Life; S. W. Coombs, Equitable Society, 
Oakland; H. N. Lyon, Fidelity Mutual; 
Hubert McLellan, Metropolitan Life. 


Compulsory Training Camp Held 

The Henry W. Laffer western Kansis 
general agency of the Northwestern 
Mutual held a ‘compulsory training 
camp” in Wichita, followed by a picnic 
supper at Mr. Laffer’s home. 

A series of district agency meetings 
is being held this week in Salina, Con- 
cordia and Beloit. 
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cw K. Euison is a field super- 
visor for the Life Insurance Com- 
pany of Virginia. He trains agents to 
sell by closing cases for them on their 
own prospects, right in their presence. 
He always shows the same plan—in- 
come, to the husband if he lives; to the 
family if he dies. His record is one of 
astonishing success. 
In the past 27 months he has: 
Closed 3 out of 4 cases in one interview 


with married couples he met for the first 
time when he called at their home. 

Sold these families $2,727,000 of life insur- 
ance, all under income options. 

Averaged over $4,000 per sale, using the 
Zip-It Visual Sales Kit on every interview. 
Selling Needs Instead of Costs 
Here's what Mr. Ellison says of the Kit: 
“T've used your Kit for about 10 years — as 
agent, manager and now as field supervisor. I'd 
no more make an interview without it than with 
out my rate book. In fact, it’s more necessary. 
The exact rate isn’t important after the prospect 


sees the need and understands what his pre 


ELLISON closes three out of four 
cases on first interview with the 


ZIP-IT VISUAL SALES KIT 


mium buys the way the Kit shows him. 


“In the past 27 months I’ve sold nearly three 
million dollars of insurance — on first inter- 
views, with “suspects” secured by others, for 
amounts never less than $2,792 or more than 
$10,402, closing three out of every four couples 
interviewed—using your Kit in every interview. 

“Tf an agent will just show the plan by going 
through Sections D and F to both husband and 
wife together and then follow my method of 
presenting the figures, he will close more busi- 
ness than he ever imagined he could close be- 
fore. His prospects will say when he’s through, 
‘That's just what we've needed’ as they always 
say at the start, ‘I can’t afford any more life 


insurance.’ And they'll ‘stay and pay.” 
Explanations Get Applications 


Mr. Ellison uses no high pressure. As he 
tells the men he is training, “Just show the plan 
and they'll buy. Don’t try to sell—just ex- 
plain. They'll buy when they see what they 
get.” And they do—for hundreds of men Mr. 
Ellison has trained. They will also for you. 

Every detail of Mr. Ellison’s methods and 
his sales talk will be sent free with orders for 
the new revised Zip-It Visual Sales Kit—the 


same one he uses in every interview he makes. 


@ This is an actual photograph of Gordon E. Ellison selling life 
insurance. It illustrates perfectly his method of using the Zip-It 
Visual Sales Kit in the home. Ellison sells families and uses the 
Kit on every case. He always asks that both husband and wife 
be present for the interview, that they sit on either side of him. 
His methods are simple, applicable to all life underwriters. 


lo 









THE ZIP-IT VISUAL SALES KIT 
Sussects oF Sections: A—‘‘Success Guaran- 
teed”-Programming; B—Juvenile, Weekly Pre- 
mium; C—Clean-Up, Mortgage, Readjustment; 
D—Monthly Income, Settlement Options; E 
Educational Fund; F—Retirement Income; G 
—Insurance for Women; H—*Today’s Oppor 
tunity’’-Closing; I—Social Security and Your 
Own Material; J—AII Sales Talks. 232 pages 
in all, 

The Zipper carrying case of rich tan genuine 
leather is large and roomy. Size 1144 by 14 
inches). Inside pockets front and back hold 
all papers, rate books and sales material for 
each day’s selling. Disappearing handles make 
the Kit easy to carry. 


ACT NOW—GET SALES TALK FREE 
yo ee ee oe oe oe ee ee ee rae 
l Pictorial Division, The Rough Notes Co. 
] 222 E. Ohio St.. Indianapolis, Indiana 
| ON MG ee cn ceca: Zip-It Visual Sales Kits. 
i WiQUNONEE Boon i550 snc acdenddsancexaneesexens 
| This coupon entitles me to a complete illus- 
| trated sales talk on “Family and Retirement 
Income” by Gerdon E. Ellison, to be included 

with each Kit I order. This tells exactly how 

l Ellison sells with the Zip-It Visual Sales Kit. 
! lf, after 2 weeks trial, | am not entirely satis- 
I fied I can return the Kit and get my money 
1 back. 
| RIN ated vacdd calns eieadatiwredaus 
| Neer ere Se eae ae 
l City ng uid canndws ane one State... tara 
| PRICES—Complete Kit: 1, $12.00: 5 @ 
j $11.35; 10 @ $10.70. Complete Sections, with- 
, out case: 1, $6.65: 5 @ $5.99, 
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West Appointment 
Stirs Up Colorado 


Insurance Interests 
Protest Governor's Action 
in Ousting Kavanaugh 


DENVER—A storm of protest from 
all branches of insurance was brew- 
ing in Denver this week following the 
surprise action taken by Governor Carr 
in appointing Somers E. West, Pueblo 
local agent and prominent Republican, 
to the post of insurance commissioner. 

The governor left the city before the 
appointment was announced by his office 
and consequently could not be reached 
for comment. He has been on tour 
through remote sections of the state and 
has delayed his return until sometime 
later this week. 

The action created widespread con- 
sternation in both statehouse and insur- 
ance circles. Scarcely had the first word 
of the appointment been flashed over 
the radio when insurance men went to 
the support of Commissioner Kava- 
naugh. During the afternoon Mr. Kava- 
naugh received dozens of phone and 
personal calls from insurance men want- 
ing to know how they could be of 
assistance, 


Associations Take Actions 


Directors of the Colorado Springs 
\ssociation of Insurance Agents held 
an emergency meeting and sent Gover- 
nor Carr a resolution commending Mr. 
Kavanaugh and urging that he be kept 
in office. The resolution declared the 
commissioner has accomplished much in 
the interests of the insuring public. 

The Colorado Association of Life 
Underwriters, the Life Agency Man- 
agers Association and the ‘Colorado 
Association of Insurance Agents are 
making plans to send a joint delegation 
to visit the governor immediately on his 
return and express approval of Mr. 
Kavanaugh’s administration. Individuals 
in all branches of the business were also 
planning to call on the governor. 

The governor’s appointment came as 
a particular surprise in view of the fact 
that the civil service examinations for 
the post of commissioner are scheduled 
for Oct. 18. Members of the civil serv- 
ice commission say it will be impossible 
for Mr. West to get the job because he 
has not filed an application for examina- 
tion. The commission also stated that 
regardless of the governor’s appointment 
whoever makes the highest score in the 
examination will be awarded the posi- 
tion. Mr. Kavanaugh filed some time 
ago and because he has a definite edge 
over other candidates in point of expe- 
rience is generally expected to be certi- 
fied by the commission. 


Court Action Expected 


It seems certain that court action will 
develop if the governor seriously intends 
to try to oust Mr. Kavanaugh and 
place Mr. West in office. Immediately 
following announcement of Mr. West's 
appointment, the chief executive’s office 
notified the civil service commission to 
stop the insurance commissioner’s salary, 
Mr. Kavanaugh revealed. However, on 
a protest from Mr. Kavanaugh and 
pending further developments, the com- 
mission disregarded the order. 

The only possible explanation of the 
governor’s action lies in the fact that 
last week the Colorado supreme court 
upheld his right to make appointments 
to certain state boards, an authority 
which had been disputed by G. E. Saun- 
ders, secretary of state. 

Attorney-General Rogers was out of 
town and could not be reached for an 
official opinion as to whether the 
supreme court decision covers positions 
such as that of insurance commissioner. 
However, reliable statehouse sources 
lose to the attorney-general say that 
before leaving the city he stated unoffi- 
cially that he didn’t believe the court 
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Wins High Honors for 
ng Production Record 








R. 0. BROWNING 


R. O. Browning, Burlington, N. C., 
representative of the Pilot Life of 
Greensboro, N. C., has completed 1,200 
consecutive weeks in the Pilot's App-a- 
Week Club. Although no official fig- 
ures are available, this is recognized as 
one of the longest records of its kind 
in the history of life insurance. 

In addition to this record, Mr. Brown- 
ing has won practically every agency 
and personal award which his company 
can offer. He has qualified for the Pi- 
lot's ‘Convention Club 18 times, being 
president four years, first vice-president 
three years and second vice-president 
five years. He is a charter and life-time 
member of the McAlister Clan, mem- 
bership in which is based on quality and 
volume of business, a charter member of 
the Ace Club—honor production club 
for large monthly production—and a 
charter and lifetime member of the 
President’s Club. 


decision applied to the insurance com- 
missioner’s job. Private legal experts 
have declared that the governor's ap- 
pointment cannot have any possible 
bearing on the permanent status of the 
commissioner's post, that whoever passes 
the highest ‘civil service eXamination 
will have to be certified and will become 
the permanent commissioner. 

Colorado is the only state in which 
the position of insurance commissioner 
is under civil service and this is the first 
time in 17 years that an examination has 
been held. 

Under one section of the state law the 
commissioner’s office is placed under 
the jurisdiction of the attorney-general. 
Consequently when Jackson Cochrane 
resigned in 1939 Attorney-General 
Rogers appointed Mr. Kavanaugh, who 
was then a deputy attorney-general, to 
serve until such time as civil service 
examinations could be given. 

The governor disputed Mr. Rogers’ 
right to make the appointment, holding 
that under another section of the law 
this authority was delegated to the gov- 
ernor. After a delay of several months 
the governor named Mr. West to the 
post. Mr. West filed suit in the U. S. 
district court seeking to enjoin Mr. 
Kavanaugh’s salary. The judge held 
this was not a federal matter and threw 
the case out of court. Mr. West has 
taken no further action to date, never 
having brought suit in any state court. 

Some legal experts predict that pend- 
ing a decision as to whether the supreme 
court decision gives the governor the 
aah to make this provisional appoint- 
ment, Mr. West may now bring suit to 
try to recover the amount of Mr. 
Kavanaugh’s salary from the time the 
governor first made the appointment 
until now. 








FOUR FEET 
of 
SOLID ROCK 


We are building an addition to 


our building. 


Specifications provide that foot- 
ings must be set on four feet of 
solid rock and the workmen are 


busy digging for that solid rock. 


That’s what Life Insurance is for 
people—‘‘four feet of solid rock’’ 
on which to build the structure 


of their financial plans. 
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Minnesota Mutual 
Agents Gathering 


Southwestern Field Men 
Hear Cummings and 
Harmer at Corpus Christi 


The autumn regional educational con- 
ference of Minnesota Mutual Life rep- 
resentatives in Kansas, Oklahoma, and 
Texas was held in Corpus Christi, Tex., 
with H. J. Cummings, vice-president and 
superintendent of agencies, and A. 
Harmer, agency secretary, attending 
from the home office. Sales material 
and methods were discussed. 

The TNEC was taken up by H. W. 
Allstrom, vice-president and actuary, 
who urged the agents to read the report 
of the “Committee of Five.” Mr. 
Harmer presented sales aids, with spe- 
cial emphasis on the “visualizer” and 
“incommeter,” explaining their uses. It 
was demonstrated that best results in 
using the “incommeter” are obtained by 
having the prospect set down his own 
figures as to provision for income for 
family, educational funds for children, 
and retirement income for himself. 


Presents Value of Time 


Mr. Cummings spoke on “Time,” 
stressing that it be used as a source of 
income by the agent. He discussed the 
fear prevalent among men of military 
age and gave the relative ratios as to 
deaths and as to the prospective num- 
ber per thousand who may be called into 
military service. Young men who are 
excited about being drafted should be 
quite as much upset about the matter of 
dying naturally or by accident in civil 


life, Mr. Cummings said. While the 
government may make life insurance 


available for draftees, the policies prob- 
ably will have certain restrictions and 
forfeiture clauses not found in policies 
of the life companies. 

The probability of being drafted is five 
times as great as that of death, he said. 
The young married man who gives as an 
excuse for not buying life insurance that 
his income may be stopped by war serv- 
ice, is overlooking that without life in- 
surance he would leave his wife so her 
income would be cut off in case of his 
death, Mr. Cummings said. 

Where there is a preponderance of 
$1,000 policies, he said, the company, 
agent and prospect all lose. He urged 
the agents to present life insurance in 
terms of monthly income, rather than 
per $1,000 of insurance. This tends to 
increase the policy size and decrease 
lapse ratio, he said. 


Harmer Talks on Prospecting 


Mr. Harmer pointed out the impor- 
tance of intelligent prospecting and em- 
phasized that the successful agent must 
have a good prospecting plan, know 
where he is going each day, and have a 
planned program. He described a 10- 
point program, including an intelligently 
planned presentation, closing, and secur- 
ing names from each buyer. 

In the second morning session Mr. 
Harmer said 80 percent of the people 
have an income of not more than $1,800. 
He stressed the importance of letting the 
prospect ask questions and work out 
his own plan on an income basis. 

Mr. Cummings pointed out that while 
the company provides the new and old 
agent fine sales material, new agents 
frequently neglect its use. Unless the 
agent is out making a presentation to a 
Prospect, he is not working, Mr. Cum- 
mings said. He asked why agents will 
do a million other things before seeing 
a prospect. 


Use of Note Books Emphasized 


He stressed the importance of using 
note books intelligently, stating an 
agent must either develop a successful 
Prospecting plan or get out of the busi- 
ness. The agent must have a story to 


tell when going before a prospect. The 
interview must be planned in advance, 
from the approach through the presenta- 
tion to the close. Even objections that 
may be met must be anticipated. There 
must be motivation both of the agent 
and the prospect, he said. Motivating 
stories can be used effectively. 

Mr. Cummings said it is not necessary 
for a young man to be married and the 
father of children to be a prospect for 
income life insurance. Usually he has 
a mother, sister, or brother whom he is 
assisting or who are dependent upon 
him. 

Mr. Cummings was toastmaster at the 
banquet. Awards were made to agents 
who made their quotas or who made a 
special effort in connection with the 
company’s anniversary. 

General agents met separately and 
studied recruiting, selection and training. 
The agents held an experience meeting 
in the use of sales aids. A fishing ex- 
pedition by chartered boat was held one 
afternoon, the group going out on Cor- 
pus Christi Bay, with a fish dinner in the 
evening. 





Go ahead and do it—it’s easier to suc- 
ceed than to explain why you didn’t. 

Main trouble with most is to make 
earning power keep pace with yearning 
power. 


Kantlehner Northwestern 
Mutual Leader in August 


W. A. Kantlehner of the Louisville 
agency of the Northwestern Mutual 
Life, over which General Agent R. F. 


Clendenin presides, led the United 
States in volume for his company in 
August. He began his life insurance 
career at 22 years of age. He has been 
in the business for 25 years and has 


maintained a consistent production 
course during that period. There is no 
record of any brokerage business he has 
placed. He was a leader in the United 
States on two occasions in the last eight 
years. The fact that he led the country 
is unusual, being located as he is, south 
of the Ohio river. 

His production during the last five 
years has been the highest average in 
the Kentucky agency. He operates his 
business on a strictly professional basis. 
He has a record of every individual he 
has called on in his card file, even if 
any are out of the picture so far as be- 
ing live prospects now. He retains a 
card in a suspense file for future refer- 
ence, when his acquaintance might be 
renewed, socially or in a business way, 
maybe years later. He has a folder, 
very neatly kept, in which he has a copy 
of the will, trust agreement, insurance 
settlements, outline of the actual worth 











common sense assures us that it is 
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and income, and a survey sheet of each 
policy of each individual. He has a 
complete tax calculation on the estate 


of his clients and members of their 
families. The affairs of each client 
therefore can be reviewed in a very 


few minutes. 


Kansas City Life Medical Director 


Dr. J. E. Bee, associate medical direc- 
tor Kansas City Life since 1934, has 
been elected medical director succeeding 
the late Dr. H. A. Baker. Dr. Bee was 
assistant medical director of the Mis- 
souri State Life and associate medical 
director of the General American Life, 
St. Louis, before joining the Kansas City 
Life. Directors also elected J. C. Bud- 
inger, vice-president and actuary, a di- 
rector to fill Dr. Baker’s vacancy. 





Whatley to Speak in Cincinnati 
CINCINNATI — S. T. Whatley, 
agency vice-president of the Aetna Life, 
will open the fall program of the Asso- 
ciated Life General Agents & Manag- 
ers of Cincinnati at a meeting Oct. 11 
at Hotel Gibson, his topic being “Organ- 
ization Work as it Applies to the Field.” 
New officers are I. B. Jackson, Massa- 
chusetts Mutual, president; G. J. Wood- 
ward, Equitable Society, vice-president 
and J. W. Austin, National Life of Ver- 
mont, secretary-treasurer. 








“W, Liv in boosting our competitors, ahalhee 
competing saleinsin or a company. Lommon 
honesty demands of us thal we constantly remind 
our representatives to be frit to our competitors; 
good business 
for us to credit others with the same desive be 
serve their cheats well and faithfully that we 


” 
din foe oursetves. FROM AN ADDRESS DELIVERED BY 


W. T. GRANT, PBESIDENT 
BUSINESS MEN’S ASSURANCE COMPANY 


National Accident and Health Asseciation 











Business Mens Assurance Company 


KANSAS CITY, MISSOURI 





J. C. HIGDON 
Vice-Pres. in Charge of Sales 
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Birthday Drive to Honor 
President Boardman 














Cc. R. BOARDMAN 
On Oct. 28 President C. R. Board- 
man of the Wisconsin National Life 
will celebrate his 80th birthday. In 


recognition of this unusual occasion, the 
agency organization of the Wisconsin 
National expects to make an exceptional 
record in October and has set as its goal 
$1,000,000 of new life business and 
$5,000 in new accident and health pre- 
miums. Vice-president Arthur James 
is in active charge of the October pro- 
duction drive. 

Although he 
mark, General 
health and devotes his 
energy to the welfare of 
National. He was the moving spirit in 
the organization of the Wisconsin Na- 
tional in 1908, serving first as vice-presi- 
dent and becoming president in 1916. 
Aside from his business success General 
Boardman has had a distinguished mili- 
tary career. When he was 19 he en- 
listed in the Wisconsin national guard. 
He received his commission as captain 
in 1885 and four years later was pro- 
moted to major. His appointment to 
adjutant general of Wisconsin came in 
and to this office he was re-named 


is nearing the fourscore 
Boardman is in good 
entire time and 
the Wisconsin 


1897, 
each term by the succeeding governors 
in the state. 


national guard to a 
high degree of efficiency, and his efforts 
were recognized throughout the coun- 
try during both the Spanish-American 
and world wars. General Boardman, al- 
though 57 years of age when the United 
States entered the war in 1917, was ap- 
pointed brigadier general and went over 
seas in command of the 64th infantry 
brigade of the 32nd division. Thus, for 
38 years he played an active and honor- 
able part in the military history of 
Wisconsin and the nation 
General Boardman had a 
business career before joining the 
consin National. He attended the 


He brought the 


successful 
Wis- 
Uni- 


FGNAREAS' UNDERWRITER 


a Tells About Farm 
Conditions in Nebraska 


At the monthly meeting of the Ne- 
braska Insurance Institute, Tom Lead- 
ley, editor of the “Nebraska Farmer, 
and president of the American Agricui- 
tural Editors Association, spoke, saying 
that necessity is forcing Nebraska farm- 
ers to readjust their practices and meth- 
ods to meet changed conditions of 
weather and markets. The drouth has 
taught a number of lessons in moisture 
conservation, improved drouth resistant 
crops, diversified farming and storage 
of feed reserves in years of normal or 
surplus production, he said, which if fol- 
lowed will enable the farmers to hold 
their own under adverse conditions. 

Among the improved practices for 
moisture conservation, he listed contour 
farming, basin listing, summer fallow, 
Strip farming and regrassing. Pump ir- 
rigation was commended for every se 
tion adapted for its profitable use. Ree 
braska farmers, he said, should be given 
more leeway in accumulating crop and 
feed reserves under the triple A pro- 
eram. The farmers, he said, are penal- 
ized by reduced acreage allotments tor 
corn and wheat in these severe drouth 
It is their misfortune which en- 


years. 

ables the farmers in the more favored 
cornbelt states to find a better market 
for corn and live stock, while at the 


same time they are paid bigger benefits 
and parity payments, and participate in 
corn loans of 57 cents or more per 
bushel. : 

While not criticising the principle of 
the AAA, nor denying that it had helped 
Nebraska farmers during the drouth 
years, Mr. Leadley feels ‘that from the 
standpoint of actual need, the drouth 
areas are more deserving of increased 
aid than are farmers who are growing 
50 to 75 bushels of corn to the acre and 
are maintaining normal live stock pro- 
duction for the most profitable utiliza- 
tion of this corn. 

The insurance men were much inter- 
ested in his observations because so 
many farms are now owned by life com- 
panies, mortgages having been fore- 
closed. 


versity of Wisconsin, and upon gradu- 
ation in 1884 became city editor of the 
“Daily Northwestern” of Oshkosh. He 
Was appointed business manager of the 
paper in 1888, a position which he held 
until 1897. In 1895 he organized the 
Globe Printing Company of Oshkosh, 
and is still the directing head of that 
institution. 


Zone 1 Commissioners to Meet 


The insurance commissioners of Zone 
1 of the National Association of Insur- 
ance Commissioners will meet in Hart- 
ford, Oct. 7, for a round table discussion. 
They will be the guests of Commissioner 
Blackall of Connecticut, who is chair- 
man of the zone committee. The zone 
includes the New England states, New 
York and New Jersey. 








Pacific Coast Manager Wanted 


Strong company with home office on Pacific 
Coast wants experienced aggressive Man- 
ager for home office agency. Salary and 
Bonus. Give age, experience, etc. An un- 
usual opportunity is offered in this Ever- 
green country among the busy aeroplane 
factories and shipyards. Address The Na- 
tional Underwriter, Box M-23, Chicago. 
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Mielenz Is eed as 
Most Distinguished Citizen 





Albert E. Mielenz, general agent 
Aetna Life in Milwaukee will receive 
the distinguished citizen service medal 


of the Cosmopolitan Club there at a din- 
ner in October. He was named on the 
first ballot by the awards jury of the 
club, which in its citations noted that 
for many years he has helped every 
worthwhile civic organization financially 
and has given much time and counsel, 
“without any self-sought publicity or 
ostentation.” 

Mr. Mielenz, who is 78 years of age, 
was in the north country recovering 
from hay fever and was notified of the 
honor by wire. 

He has been a member of the Y.M. 
C.A. since 1883 and active in boys’ 
work. He helped to establish the first 
Milwaukee boys camp at Lake Five in 
1892, has been a member of the Y.M. 
C.A. board of Milwaukee since 1891 and 
was president in 1938. 

Mr. Mielenz was president of the 
Goodwill Industries from 1922 to 1933 
and is its vice-president. He has con- 
tributed to and assisted the Gideons and 
the children’s home and aged societies, 
has been active for many years in the 
Milwaukee association of commerce. In 
addition, he has helped many young 
men through school and given them 
wise counsel. 

He is a native of Pewaukee, going to 
Milwaukee as a hardware clerk in 1884. 
He made his first contact with the in- 
surance business the next year when he 
installed a stove in the office of T. R. 


Lynas, then Aetna manager in Milwau- 
kee. Six years later Mr. Mielenz be- 
came a life insurance agent in the 


Aetna’s office. In 1902 he became as- 
sistant manager. He became a partner 
in the agency in 1910 and was appointed 
manager in 1918. The Mielenz agency 
won the Aetna’s national award in 1930 
for the greatest sales and organization 
improvement in the previous year, his 


agency then being characterized as the 
best organized and most completely 
rounded out agency in the country. Mr. 
Mielenz is in his 50th year with Aetna 


Life. He and his wife celebrated their 
52nd wedding anniversary early this 
year. 


Organizations Select Men 
to Greet A. L. C. Meeting 


A number of representatives of or- 
ganizations will extend fraternal greet- 
ings to the American Life Convention 
at its annual meeting to be held next 
week in the Edgewater Beach hotel, 
Chicago. This formality will take place 
in the general session Thursday morn- 
ing. 

Those who will extend greetings will 
be: National Association of Insurance 
Commissioners, Commissioner McCor- 
mack of Tennessee; National Associa- 
tion of Life Underwriters, Harry T. 
Wright, Equitable Society, Chicago, 
newly elected president; U. S. Chamber 
of Commerce, James S. Kemper, Chi- 
cago, president; National Fraternal Con- 
gress, A. O. Benz, president Aid Asso- 
ciation for Lutherans, Appleton, Wis., 
president; Canadian Life Officers Asso- 
ciation, N. J. Lander, managing director 
Continental Life. James A. Fulton, 
president Home Life of New York, was 
to have represented the Life Presidents 
Association, but has canceled his reser- 
vation at the hotel. It is not known who 
will take his place at Chicago. 


D. A. Simpson to Chicago 


Don A. Simpson, who has been with 
the John A. Ramsay agency of the Con- 
necticut Mutual Life in Newark since 
December, 1936, as a full time life man 
has resigned and becomes cashier of the 

J. Zimmerman agency in Chicago. 
He is well known in life insurance cir- 
cles in northern New Jersey and has 
taken an active interest in association 
work in Newark. 








“Jhe Circle of Secwuty” 


PROVIDENT’S new Complete Protection 
Program, combining the benefits of Life and 
of Accident and Health Insurance, offers 
splendid opportunities for additional Life 
Agencies to take advantage of a plan the 
public needs and wants. 

Backed by a Company with more 

than a half-century of experience in 

the writing of Accident and Health 


Insurance, and a leader as well in 
the Life Insurance field. 


For complete information address 


Sam E. Miles, 


Agency Manager 


Life Department 


Life ¢ Accident » Sickness © Hospital 


e Group 


PROVIDENT 
Life and Accident 
Insurance Company 
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Effect of War on 
Canadian Business 
Viewed by Lander 


Soundness Never More 
Evident—English Mortality 
Is Not Alarming 








TORONTO—The soundness of the 
life insurance business in Canada was 
never more evident than at the end of 
the first year of the war and the com- 
view with satisfaction the 
Lan- 


panies “may 
success of their operations,” N. J. 
Continental 
as president of 
Association. 

Fortunately the basic 
principles of the war clause provisions 
was reached, the clauses used by differ- 
ent companies varying principally as to 
phraseology only, Mr. Lander said. 
The Canadian public has approved the 
war clause as a reasonable and not too 
restrictive expedient and has evidenced 
its acceptance of the war clause by con- 
tinued and even increasing purchases. 
During the first six months of 1940 the 
volume of life insurance sales in Can- 
ada increased 5% percent. 


Realize Value of Protection 


der, managing director 
Life, stated in a review 
the Canadian Life Officers 


uniformity on 


“The loss of life due to war and par- 
ticularly the publicity given to the 
events and the horrors of war bring 
home to the public the value of life in- 
surance protection. Judging from the 
sales record of the first war year it is 
not too much to expect that Canadian 
life insurance will undergo a period of 
expansion similar to that of the last war. 

“Not only have new business sales 
been maintained, but in addition the per- 
sistency of existing business has ma- 
terially increased. This is probably due 
not alone to the greater public con- 
sciousness of the value of insurance 
benefits but also to the fact that policies 
issued previous to the war do not con- 
tain the war limitations. 


No Significant Mortality Increase 


“Preliminary figures indicate that the 
aggregate mortality of the a 9 on 


policyholders in the British Isles has 
shown no significant increase. Those 
war claims which have occurred have 
been readily absorbed, having less 
effect than the normal up-and-down 
fluctuations from causes of variable 
effect such as accidents, suicides, etc. 
Including civilian war deaths and 


deaths of all types in the armed forces 
(whether due to enemy action or not) the 
total war claims of one of the largest in- 
ternational Canadian companies, for ex- 
ample, amounted to only approximately 
1 percent of the total company death 
claims for the first war year. When it 
is remembered that automobile and mo- 
torcycle accidents roughly produce 4 
percent of total claims and all accident 
claims produce 9 percent of total claims, 
it is evident that to date the aggregate 
effect of the war on the mortality e€x- 
perienced by Canadian companies can 
fortunately be classed as insignificant. 
War claims so far experienced have had 
approximately only one-fifth of the force 
of the current normal suicide rate, and 
a markedly lower effect as compared 
with the high suicide mortality of de- 
Pression years. 

“Even considering the business of this 
same Canadian company in Great 
Britain alone, the total war claims 
amounted to only 5 percent of the total 
normal annual claims there as com- 
pared to a figure of 8 percent for the 
normal proportion from all accident 
causes. These claims in the British Isles 
represent a warfare death rate of only 


LIFE sinsttntetananssr vem EDITION 


STOCKS 





H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gives the following stock quota- 
tions of life companies as of Oct. 1: 

Par Div. Bid Asked 
— Life 10 1.40* 28 30 

‘ent. States Life 5 ee 2 
Colum. Natl. L.100 ie 65 70 
Conn. Genl. fee .80 25 27 
Contl. Assurance 10 2.00 35 37 
Great South. L. 10 1.30 19 21 
Kan. City Life..100 16.00 370 410 
ale & Cas. .... 3 .50 10 11 
Lincoln Nat..... 10 1.40* 29 31 
New World Life 10 .30 4 5 
N. W. Natl. Life 7.50 .30 11 12 
Ohio Natl. Life. 10 1.25 24 27 
Old Line Life... 10 60 10 12 
Sun Life, Can..100 15.00 240 280 
Travelers ..... 100 16.00 412 425 
Union Cent Life 20 1.20 15 20 
Wis. National... 10 1.00 16 18 


*Includes extras. 


McKeough in Training for 
New Occidental Position 


Alan E. McKeough of Chicago, who 
recently resigned as Chicago manager of 
the Ohio National Life, left this week 
for Los Angeles where he will be in 
training at the head office of the Occi- 
dental Life for his new position as home 
office supervisor of that company with 
office in Chicago, One LaSalle Street 
building. When he was discharged from 
the army in 1919, he went with W. A. 
Alexander & Co. of Chicago, a general 
insurance firm, and handled first only 
accident and health insurance. The firm 
took on a general agency of the Penn 
Mutual and in 1935 he was made unit 
manager in the agency. Prior to that 
he was a successful life insurance pro- 
ducer. In 1938 he started an agency 
of the Ohio National Life in Chicago 
which developed into a sizable organiz- 
ation. He was president of the Chicago 
Life Underwriters Association in 1937- 
38. 


Consider Standard Provisions 


NEW YORK—A committee of the 
National Association of Insurance Com- 
missioners which was named some 
months ago to consider recommending 
the adoption of certain standard provi- 
sions for inclusion in all group hospi- 
talization policies still has the matter 
under review. It is not proposed that 
provisions similar to those appearing in 
the accident and health contracts be 
used, although these would likely form 
the basis for such clauses as would be 
favored. The California department 
particularly has been interested in the 
subject, a committee named by it having 
conferred with representative casualty 
underwriters. While the conclusions 
reached have not yet been made public, 
it is understood they will shortly be 
promulgated by the department. Though 
hospitalization coverage has attained 
considerable popularity, the business is 
yet in the experimental stage, and there 
is little uniformity as to the insuring pro- 
visions. 





one-half of that experienced in Canada 
during the first year of the last world 
war. Furthermore, in the British Isles 
the underlying peacetime mortality of 
insured lives is much lower than the 
corresponding mortality in Canada or 
the United States and a considerable in- 
crease in mortality due to the war may 
be absorbed before the aggregate mor- 
tality reaches the normal Canadian and 
American levels. 

“One anticipated effect of the war has 
been a material increase in expense 
ratios due to presumed material increases 
in the general price level. To date, 
however, the Canadian government has 
been eminently successful in prevent- 
ing unwarranted increases in the cost of 
living. Undoubtedly, costs will tend to 
rise, but in nothing like the same ‘war 
boom’ degree that was evident during 
the last world war,” Mr. Lander con- 
cluded. 
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JOSEPH BOGGS BEALE - MODERN GALLERIES, PHILA, PA 


THEY WERE TROUBLED TIMES, T00 


They were troubled times in the closing days 8 
when the founders of the Provident first met in a pri- 
vate home on Arch Street, Philadelphia, to discuss the 
organization of a company to sell life insurance 
“among members of the Society of Friends 
of like careful habits.” 


and other 


A cruel and bloody war was being fought. Conscrip- 
tion and voluntary enlistment were the issues of the 


day. Deserters were being shot and substitutes were 
being advertised. Business conditions were bad and 
security markets were upset. The country faced a 
presidential election no less important and fateful than 
the election that lies ahead of us today. 


Yet American democracy survived its ordeal of fire 
and sword. On new foundations it built a better 
country, even as it will build a still better country in 
the future if we give it the opportunity. 


Life insurance is woven into the very fabric of this 
democratic way of life. It has financed industry, aided 
agriculture and protected the individual. It has turned 
the wage-earner’s dollars into houses and farms and 
factories; it has paid him back again in safety, security 
and sturdy independence. 


We of the Provident Mutual are gratified that during 
the seventy-five years of the Company's existence, in 
good times as well as bad, it has made good use of the 
opportunity to aid in this typical American process. 


PROVIDENT MUTUAL 


Lire INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 


OF PROVIDENT PROTECTION —1940 


1865—75 YEARS 
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Company Official Commentson 
Rejections on Blue Mondays 


comments on an edi- 
NATIONAL UNDERWRITER 
“Rejection Notices on 
in which it was stated 
general agent” sug- 
offices that rejection 
arrive on some 
day than Monday. This official 
id that he is afraid that this “thought- 
ful general agent” would pass on to the 
home office not only a responsibility that 
hould bear but also one of his great- 


\ vice-president of one of the impor- 


tan 
tall 


companies 
torial in THE 
recently enttiled 
Mondays,” 
t “a thoughtful 
to the home 
letters be planned to 


Blue 






gests 


otl er 


est opportunities. In continuing he 

said: , 
“It would be entirely impractical for 

a home office to arrange mailing, tele- 


rraph and telephone communications to 
iwencies widely scattered so that a cer- 
tain kind of message would never be 
received on Monday, but even if it could 
be so arranged, no home office commu- 
ication of so vital importance and 
essarily prepared in routine should 
be thoughtlessly communicated to an 

cent. Monday may be a bad day for 
he news, but no other day of the week 
uld be selected wisely as rejection day. 
1e timing of the notice of a rejection 
to an agent and the manner of its de- 
re, however, of greatest impor- 


nece 


cK 





livery are, 


Resentment Toward Home Office 
the usual 
agencies to give 
agencies 
means of 
agents all 
In such of- 
notice « f re- 


the 


et us consider some of 
employed in 
rejection. In 
il are used as the 
stributing to individual 
communications. 


some 


boxe Ss 





kinds of 
office terse 
> 1 
is passed along to 
box as part of the 
: : pie 
inexperienced clerk. 


, the home 
ection generally 
rent via his mail 


work of an 








ncies the rejection notices 
without thought distributed 


ide 
outside 





age 


umnilarly 
id or mailed to men in 





anes As Bia 
tice received in this way, naturally 








feels resentment toward the home office. 
\s a matter of practical fact, the home 
fice cannot possibly give notice of a 
¢ ed cz in such a way as to mini 
ze its efiect as well as can the 
ge! al agent Should a home office at- 
ipt ) 2 persone lized rejection 
letter, it would be impossible for even 
st skilled letter-writer to do a good 

job, because he could not know the 
kground of the case and the circum- 

s surrounding the agent at the 





‘ipt of the con amunica- 


me of the rece 
no sound psychological 


Therefore, 
CG EE 
nuuld be made. 


approacl ( 
Many Conditions Imagined 

“There are all sorts of conditions that 
might be imagined with the widest range 


»f possibilities. For instance the rejec- 
tion may have been thoroughly dis- 
counted by the agent because of the 


dings on examination or other discov- 


fit 


ered facts revealing prohibitive impair- 
nents. On the other hand an agent 
nay have discovered that for competi- 


other reasons an applicant will 
accept a policy 


tion or 


under no circumstances 


if it be issued, and he has already suf- 
fered the maximum of his disappoint- 
ment. On the other hand, however, this 


particular rejection may be of an appli <4 
already paid a premium 
largest commission the 
experienced, and the ap- 
so far as the agent’s in- 
concerned, an A-1 risk 
respects. This case may also have 
the end of a long dry 
agent, and the commissions 
already been spent in antici- 
payment of pressing bills 


nas 


the 


cant wno 
vieiding 
agent has ever 
s 1 
mav be, 


tions are 





been written at 
spell for the 
may have 


pation of the 


rr to prepare for some emergency op- 
eration The home office cannot know 
these circumstances, but the general 
igent should know them. 


“So varied are the conditions that a 
general agent’ will not attempt to 


wise 


standardize his own methods of giving 
notice of rejections, but he will take 
i ag of every such opportunity to 

nake one of his most valuable contacts 
with the agent. The thoughtful general 
agent will not permit the rejection no- 
tice to get to an agent until it is first 
cleared over his desk, or certainly over 
the desk of his most trusted assistant, 


and he will not then give the notice un- 
all 


til he is thoroughly familiar with 

the circumstances available to him con- 
cerning that particular application, and 
concerning the immediately past and 
prospective business of the agent, his 
financial relationship to the office, his 
personal and family problems, and his 


general attitude toward the business and 
the office. With this background he 
will plan a time for a_heart-to-heart, 
sympathetic, intelligent interview, or he 
will prepare carefully a sy mpathetic and 
understanding letter. This rejection 
gives a general agent the best kind of 
opportunity to get close to an agent, 
to discuss with him any faulty sales pro- 
cedure that might have led to rejections, 
to give wholesome instructions, to build 
to stimulate 


up again a new courage, 

new sales efforts or judicially distribute 
sales leads. Few situations are so preg- 
nant with opportunities for a general 
agent to show real leadership as the 
situation created by the necessity to 
transmit a rejection notice. 


“A good agent may have one declina- 
tion out of from 10 to 20 applications. 
Is it asking too much of a general agent 
to plan carefully an interview with the 
agent at least that often? A thoughtful 


general agent should not attempt to re- 


organize his home office routine to de- 
prive him of his most fruitful opportu- 
nity.” 


Commissioner Says Service 
of “Counselors” Not Needed 
NASHVILLE, TENN. — Believing 


that all interests of life insurance policy- 
holders are fully protected under state 
insurance laws, Commissioner McCor- 
sent a letter to all life agents in 
declaring “it is not necessary 
employ outside 
their rights.” 
the so-called 


mack 
the state, 
for policyholders to 
agencies to look after 

He pointed out that 
“counselors” have as their main object 
the disturbing of the business of life 
companies, and pose as public benefac- 
tors, but in reality are not altruistic but 
are actuated by a desire for personal 
gain. 


Institution Protected by Wise Laws 


The life insurance 
tecfed by wise laws, 
uniform throughout the 
careful system of efficient supervision 
has been established by the states. In- 
terests of individual policyholders are 
amply protected under the laws and su- 
pervision. If a policyholder cannot ob- 
tain satisfactory information concerning 
his policies from the agent or company, 
the services of the insurance department 
are at his disposal without cost. 

Commissioner McCormack urged the 
life agents to show this letter to any 
policyholders who doubt the integrity of 
companies. 


institution is pro- 
he said, which are 
nation, and a 


agents or 


Illinois Reinstatement Cases 

Question: We would appreciate it 
very much if you could advise us of 
recent decisions made in I]linois in cases 
pertaining to reinstatements of life poli- 
cies. 

Answer: There are two recent IIli- 
cases involving reinstatement of a 
They are Froehler 


nois 


life insurance policy. 


vs. North American Life, 27 N. E. (2nd) 
833, reported by Commerce Clearing 


756, and Har- 
23 N. E. 


Cases 924. 


House in the 3 Life Cases 
rell vs. Bankers Mutual Life, 
(2nd) 818, reported in 2 Life 


Parkinson Tells About 
Group Insurance Growth 


Group insurance is at an all-time rec- 
ord high,” T. I. Parkinson, president of 
the Equitable Society has asserted. 

“Group life insurance in force in all 
companies now exceeds $15,100,000,000, 
and this protection provides, on the av- 
erage, a year’s wages for his family i 
the event of the death of any one of the 
10,000,000 insured workers. A total of 
25,000 employing companies now cO-Op- 
erate with their employees to provide 
group life protection by sharing the 
cost.” 

“In the Equitable alone,” Mr. Parkin- 
son continued, “the number of group 
applications underwritten for companies 
either providing group insurance for the 
first time this year or those supplement- 
ing their programs with additional cov- 
erages represents about a 45 percent in- 
crease above the same period in 1939.” 

Mr. Parkinson said that the Equitable 


had recorded sizable gains in all six 
forms of group protection—life insur- 
ance, accident and health, accidental 
death and dismemberment, hospitaliza- 
tion and surgical benefits for both em- 
ployees and their dependents, and group 
annuities. 


Proceedings Published 


Proceedings of the 1940 meeting of 
the Insurance Accounting & Statistical 
Association are now in the hands of all 
member companies. Copies may be se- 
cured by non-members by writing to 
R. L. Hughes, Guarantee Mutual Life, 
Omaha, director of publications of the 
association. The proceedings carry com- 
plete copies of all papers delivered at 
the life, fire and casualty sections as 
well as at the general session, with all 
discussions as well as illustrated exhibits 
en punch card procedure. 


Read Carroll C. Day’s “Little Red 
Wagons and Little Red Boots.” Send 
$1 Rea eight copies to National Under- 
writer 











issue. 


W: could quote figures, and will if 
you want them—but the purchaser of 
life insurance isn't buying statistics, he 
is buying protection. Great Southerners 
are never at a disadvantage when they 
meet their prospects face to face on that 





schedules. 





Every agent's contract, covering a 
complete line of Participating and Non- 
Participating Protection, is direct with 
the Home Office; is identical in form 
and terms; is non-cancellable after 
three years service; and is most liberal 
in first-year and renewal commission 


Ask any Great Southerner or write 
direct to the Home Office at 401 Louis- 
iana Street, Houston, Texas. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


HOUSTON, TEXAS 
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Life Insurance Plan Was 


Suggested by 


One of Benjamin Franklin’s very 
earliest writings under the pen name of 
Silence Dogood was an essay outlining 
a plan for “An Office for the Assurance 
of Widows.” It has been found by 
Northwestern National Life of Minne- 
apolis in research in connection with its 
historical series publications. The es- 
say was published in the New England 
Courant, a Boston newspaper owned by 
Franklin’s brother to whom Benjamin 
was apprenticed, and is of particular in- 
terest now because the nation observed 
the 150th anniversary of Franklin’s 
death this year. In connection with the 
anniversary Northwestern National Life 
is publishing, as item No. 32 in its 
historical series, a placard bearing a 
portrait of Franklin and a brief quo- 
tation from his writings on peace and 
war that has a special significance in 
these modern times. 


Early Suggestion Was Made 


Introducing his insurance plan, Frank- 
lin describes a situation with which life 
insurance men of today are all too famil- 
iar. “We have abundance of women 
who have been bred well and lived well, 
ruined in a few years and perhaps left 
young with a house full of children and 
nothing to support them.” 

He suggested that “2,000 women, or 
their husbands for them,” form a_ so- 
ciety for their protection, paying a small 
down payment upon joining. If, after 
six months in the society, any member 
became a widow, she would receive 
£500. 

“In consideration of this (the death 
claim) every woman so. subscribing 
obliges herself to pay as often as any 
member of the society becomes a 
widow, the due proportion or share al- 
lotted to her to pay, towards the £500 
for the said widow, provided her share 
does not exceed the sum of 5 shillings.” 

While the plan was actuarially inade- 


Franklin 


quate and unsound in the light of to- 
day’s scientific knowledge, it neverthe- 
less indicates an ingenious, common- 
sense approach to the problem. To 
maintain the society there was to be a 
small charge each quarter, “which is to 
do the setting up and support of an 
office with clerks and all proper officers 
for the same.” And, desiring no swivel 
chair executives, Franklin stipulated that 
“the office must have moving officers 
without doors who shall inform them- 
selves of such matters” of the society's 
business. By a bit of involved mathe- 
matical theorizing Franklin arrived at 
the conclusion that there would be 20 
deaths each year among the 2,000 mem- 
bers’ husbands. In this portion of the 
paper Franklin freely borrows from 
Daniel Defoe’s “Essay on Projects” and 
from the figures on London’s mortality 
experience, haphazardly compiled by 
Sir William Petty, famous English po- 
litical arithmetician. 


Comment by Franklin 


After explaining his plan Franklin 
said: “I would leave this to the consid- 
eration of all who are concerned for 
their own or their neighbor’s temporal 
happiness; and I am humbly of opinion 
that the country is ripe for many such 
friendly societies whereby every man 
might help another, without any dis- 
service to himself.” 

Although the idea did not come to 
fruition, it remains important as one of 
the first, if not the earliest, American 
treatments of life insurance. Franklin 
continued to be intensely interested in 
the subject. At one time he wrote: “A 
policy of life assurance is the cheapest 
and safest mode of making a certain 
provision for one’s family.” He is also 
credited with having a hand in compil- 
ing data which was the basis for the 
founding of the first life company in 
America, chartered in 1759. 








Comment Made on the Use 
of Settlement Options 


Hazen P. Aiken, tome office agency 
organizer of the Occidental Life of Los 
Angeles, refers to a compilation in the 
September issue of the “Life Insurance 
Courant,” where tables are published 
showing the percentage of funds dis- 
bursed under settlement options to total 
funds paid out by the chief life com- 
panies. He says: 

“While there is a big variation be- 
tween companies, that fact is not in my 
estimation the important point. Con- 
sidering that the average quoted for all 
companies used in the illustration as 
being 29.2 percent and considering fur- 
ther the fact (admitted by all companies ) 
that programmed insurance enjoys a 
much lower average lapse, why is it that 
companies generally do so little toward 
training and urging their agents to sell 
more of their business on this provenly 
sounder basis? 


Agent Should Finish Job 


“Why, when an application is received 
at the home office on a prospect who 
very evidently is of the highest type and 
undoubtedly of a type that would be 
pleased with the settlement options serv- 
ice, offered gratis—why don't more 
companies utilize the opportunity such 
a situation provides them to correspond 
with the writing agent and attempt at 
least to get him to finish the job he 
started when he took the application? 

“Selling settlement options _ intelli- 
gently not only lowers lapse rates on 
business currently sold, but, what is 
much more important, due to the greater 
‘Satisfaction of today’s policyholder, 
promises to reflect itself in increased 


regard for insurance by tomorrow's 
prospective buyer. 

“As 1 see it, if we will but point our 
sights to the far away horizon and for- 
get for the moment the immediate 
‘underfoot’ present, we will be more 
inclined to act in a manner which will 
conserve and improve this business for 
future generations to come (agents and 
prospects alike) and strange as the state- 
ment may sound to today's ‘go getter’ 
such planning or type of operation actu- 
ally improves the quality and volume of 
today’s business, believe it or not! 

“The lumber men are kicking them- 
selves all over the lot now because they 
were so short sighted 25 to 50 years ago 
and failed to plan on conserving the 
forest at the same time they cut the 
matured trees. The man who fails to 
save when he’s young and active has 
nothing to spend when he is old. The 
agent who ignores the future and spends 
his entire effort and thought on getting 
today’s dollar is in for a real letdown 
when that far-away future catches up 
with him—which it will all too soon.” 


Arkansas Changes Still Uncertain 
When H. M. Adkins, the Democratic 


nominee, becomes governor of Arkansas 
soon after Jan. 1, it remains to be de- 
termined whether Commissioner Harri- 
son is retained. Mr. Harrison was ap- 
pointed by Governor Bailey after the 
legislature at his bidding had abolished 
the department of insurance and had 
established a new department with vir- 
tually the same functions, as a move 
to oust U. A. Gentry, appointee of for- 
mer Governor Futrell. 




















L On! 


Countless thousands of men have 
been inspired by the exploits of Christ- 
opher Columbus in his quest for new 
lands. 

Columbus had a job to do and all 
the discouragements, hardships and 
dangers he encountered could not 
swerve him from his objective. 

It is this same persistence and enthu- 
siasm for the task at hand that marks 
the successful man in any calling. 
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Sales Contests Do an Important Job 


InN view of Securities & I-xchange 
Con 
toward 


agency practices material in the 


umission’s attitude of pious horror 
presenting its 
TNEC 
that 


sales contests in 


hearings it was interesting to note 


at the recent managers’ and general 
agents’ section meeting at the National 
Association of Life Underwriters con- 
vention nobody seemed to shrink from 


the contest principle. In fact there were 
plenty of indications that the intelligent 


of contests is an extremely valuable 


use 

aid to the agents. 
Speaking at the dinner which the 
uni of the Life Insurance Sales Re- 





3ureau’s schools of management 
week, Vice-pres- 


Connecticut 


search 
during convention 
ident Vincent B. Coffin of 
Mutual Life declared that perhaps the 
most important job of the man running 
is to keep agents from being 


held 


an agency 


bored. Most agents’ interest must be 
stimulated, he said, or they are likely to 
tail to put forth their best efforts. He 
explained that this is not due to laziness, 
as was once widely believed, but to 
boredom. 

used in moderation, not as 


Contests, 
basis for mere urgent exhortation, bu 
out the real 


so nducted as to bring 


zest tor competition that animates every 


man, can be a powerful stimulus with 


after-effects. It is only when 


a process of 


no bad 
contests are nag- 
the 
they come in for 
Arousing the instinct of rivalry requires 
skill and can be bungled if the manager 
or his assistants fail to keep in mind 
times the point of view 
feelings, these at- 


mainly 
more business that 
criticism. 


ging agents for 


deserved 


agent’s 
even though 


at all 
and his 


titudes may not always be considered 


reasonable. 
From the public’s point of view it is 
that contest busi- 


interesting to know 
business. For 


need not be poor 


a well-managed medium-sized 


ness 
example, 
industrial company had its actuary make 
a study comparing business written dur- 
ing contest periods and that written at 


other times. It found that the business 
written during contests showed a two- 
point higher lapse ratio but nearly three 


times as much business was written as 


during a similar length of time when 
there was no contest. The lapse problem 
and even a two- 


taken lightly. 


is an important one 
point increase is not to be 
Yet it is important from the public’s 
point of not only that 


sold shall stick but that insurance 


business 
shall 


view 


be sold as widely as possible. 


Life Companies and Their Farms 


i companies that have had to take 


throughout the 


over tarms country on 
account of foreclosure of mortgages 
] 1 } 1e : arty] ere fF oyy k 
ave done a wonderful piece of wor 
in rehabilitating these properties, get- 


ting them in tip top shape and employ- 


scientific 


ing the most modern and 

nethods in management and cultiva- 
tion. This enterprise on part of the life 
companies has done much to create a 
new spirit in a number of communities. 


These insurance owned farms can be 
The life com- 


take 


very 


well used as an example. 
that had to 
number of have 
farm departments at their 
the 


panies have over a 


farms efficient 
head offices 
farm activities up 
The 


endeavored to 


supervise 
the 


which 
companies, of 
these 
the 


good 


and down line. 


course, have get 


properties in shape for sale when 


market justifies it and have had 


success in disposing of them. 


Agents and Convention Expense 


AGENTs who are called upon to share the 


expense of holding insurance conventions 
in their cities find that the burden is 
be ing heavier. The organizations 


membership. In days 
entertain a 


without any 


ve if re ased 


gone ya small city could 


State association of agents 


membership there are a number of those 
that probably not 
eligible. 
Others 
organizations. 
because they enjoy seeing the 
machinery running. 


attend, who are 
Many 


connected 


are company men. 


are with bureaus or 
There are others who go 


convention 
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conventions and it is logical and equit- 
able for this to be done. 
Associations now surely must 
more and more attention to convention 
the facilities offered and possibly 
work out plan of expense for 
entertainment or handling the 
activities that does not fall so heavily on 
Companies 


give 
cities, 
some 


local 


resident local 


PERSONAL SIDE 


the agents. 


located in convention cities often object 
to being called upon to help defray the 
expense because they are not members. 
Altogether the problem is not an easy 
one to solve. However, it is being talked 
about by agents because the resident 
people are not only burdened with the 
outlay of money but a vast expenditure 


of time and energy. 


OF THE BUSINESS 





Col. W. E. A. Bulkeley, vice-presi- 
dent, auditor and a director of the Aetna 
Life, observed his 50th anniversary with 
the organization on Oct. 1. 

Colonel Bulkeley, who is a grandson 


of E. A. Bulkeley, first president of the 
Aetna Life, and a son of W. H. Bulke- 
ley, for many years vice-president, 1s 


also a director and auditor of the Aetna 
Casualty & Surety, Automobile and au- 
ditor of the Standard Fire. 

He entered the employ of the Aetna 
Life on Oct. 1, 1890, in the bond and 
mortgage department. After serving for 
some time in this department, he was 
transferred to the cashier’s division 
where soon afterwards he was made 
cashier. He served in this capacity until 
Feb. 10, 1903, at which time he was 
elected auditor of the Aetna Life. On 
Feb. 15, 1923, the directors elected him 
vice-president. 

T. D. Talmage, southeastern branch 
Fidelity & Casualty, Atlanta, was mar- 
ried Oct. 1 to Helen Louise Davis, 
daughter of R. B. Davis, general agent 
Protective Life, Orlando, Fla. 

Judge Albert Conway, who has been 
on the bench of the court of appeals in 
New York City for the past year, was 
nominated for reelection at the Repub- 
lican state convention at White Plains. 
He served as superintendent of insur- 
ance for a time, retiring in 1930 to 
accept the Kings County “judgeship of- 
fered him by the then Governor Roose- 
velt. Subsequently he was elected a su- 
preme court justice and 12 months ago 
was further advanced to the court of 
appeals. Though a staunch Democrat, 
the esteem in which Judge Conway is 
held by citizens regardless of their po- 
litical affiliation is attested by his nom- 
ination by the Republican party. 

F. B. Maxim, manager policy 
department Union Mutual Life, Port- 
land, Me., has been granted a year's 
leave of absence to serve in the army. 
He will be stationed in Washington, D. 
C., where he will assume duties as lieu- 
tenant in the administrative section of 
the construction division quartermaster 
general’s office of the war department. 

Commissioner Emery of Michigan has 
been named on the advisory board of 
the Michigan Constitution League, which 
opposes writing into the constitution a 
rigid civil service law under which 
state department and divisional heads, 
legislators, and even the courts would 
have extremely limited jurisdiction over 
favoring 


issue 


N. Y., were married the other day in 
the Church of the Covenant, Cleveland, 
Mr. Arents is president of Arents Air 
Service, Inc., and operates an airport at 
Armonk, N. Y. He is an accredited fly- 
ing instructor under the C. A. A. pro- 
gram. 

Charles H. Markolf, superintendent of 
the Houston 1 district of National Life 
& Accident, is now on active duty as 
post exchange officer at Fort Sam Hous- 


ton. He is captain of the infantry 
reserve. 
N. H. Nelson, treasurer Minnesota 


Mutual Life, has been elected president 
of the St. Paul chapter of the Mortgage 
Bankers of America. 

A 30-year service pin was presented 
to L. N. Webb, vice-president and direc- 
tor of the Provident Life & Accident. 
During the three decades Mr. Webb has 
worked in many departments. He is 
now head of the claim and group de- 
partments. 

R. G. Cunningham, Wichita manager 
Metropolitan Life, is chairman of the 
budget committee of the community 
chest campaign there and K. C. Fitch, 
New York Life, is general chairman. 

Mary Garrison of Flora, Ind., who 
was chosen queen of the 1940 corn fes- 
tival being held in Fowler, Ind., this 
week, is the cashier and stenographer 
in the office of Robert N. Sine, Indiana 
supervisor of the Wisconsin National 
Life, who makes his headquarters at 
Flora, Ind. 

Dr. F. L. B. Jenney, medical director 
of the Federal Life of Chicago for 40 
years, was seriously injured when he 
slipped and fell, breakir- and dislocat- 
ing his right shoulder blade. He was 
playing billiards at the Quadrangle Club 
at the University of Chicago when he 
was paged for a telephone call. He 
turned sharply on his heel and slipped 
on the polished floor and fell. In a 
somewhat similar accident a few years 
ago he broke his left shoulder blade. 


Francis V. Keesling, Jr., counsel 
West Coast Life, son of President Fran- 
cis V. Keesling, has been called to 
Washington, D. C., where he is now 
working with the joint army and navy 
selective committee with the rank of 
captain. During the time the selective 
service bill was being debated before 
the house, Mr. Keesling acted as ad- 
visor to the senate committee on mili- 
tary affairs and to Senator Sheppard. 








difficulty. Now the growth of these Circumscribed, therefore, as these state personnel. While the 
organizations has greatly restricted the conventions are as to cities where they civil service principle, it opposes legis- 
. 7 » ° yx he 
num er Of places where conventions can can meet, it means that a very large lating by constitutional amendment sub DEATHS 
: : So tee i : mitted directly to the electorate. 
omfortably housed. So far as number of members are never called cates 
national gatheri re concerned, only upon to defray the local expen f Miss Jane Wischmeyer, whose father 
ational gatnerings are co e dad, O ) ( Trav < >y ‘nse o : . ° . = ° fae 
8 st : I ges we , | . is H. G. Wischmeyer, is Cleveland gen- Funeral services were held last Thurs- 
the very largest cities are now able to holding a convention. It is true that a era] agent for John Hancock Mutual day afternoon in Columbus for Ray- 
take care of them. In addition to the registration fee is now charged at most Life, and George Arents, Jr. of Rye, mond Rhoads, 57, assistant superintend- 
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ent of insurance of Ohio, who died 
following a heart attack. He had suffered 
two attacks earlier this year. He had 
Jong been active in life insurance work 
in Columbus. Just a few days before 
his death he was presented with a cer- 
tificate of appreciation of his services 
as president of the Columbus Life Un- 
derwriters Association some years ago. 
He represented the Northwestern Mu- 
tual Life before he entered the insurance 
department. 

Former Superintendents C. T. Warner 
and R. L. Bowen and Superintendent 
John A. Lloyd were honorary pall- 
bearers. 

David Foster, 65, for 38 years until 
his retirement in 1928 a well known 
life insurance executive in Boston, died 
there. He entered the business in 1890 
with the New England Mutual, where 
he spent ten years. In 1900 he joined 
the New York Life’s Boston office, and 
was appointed agency director of the 
Old Colony branch in 1918. 

J. T. Lawrence, retired vice-president 
of the Life of Virginia in charge of in- 
vestments and mortgage loans, died in a 
Richmond, Va., hospital Sept. 30 follow- 
ing an illness of several months He 
would have been 68 years old Oct. 2, 
having been born in Amelia county, Va., 
Oct. 2, 1872. He graduated in law of 
the University of Richmond, he began 
the practice of that profession with the 
Richmond firm of Coke & Pickrell which 
at the time represented the Life of Vir- 
ginia in a legal capacity. He had been 
actively connected with the investment 
and mortgage loan department for 33 
vears. He was retired three vears ago 
when he reached the age of 65. 

Dr. J. T. Battle, 81, medical director 
of the Jefferson Standard Life, died Sun- 
day morning at Wesley Long Hospital, 
Greensboro, N. C., following a short ill- 
ness. 

Senator H. W. Laird, former mayor 
of Regina, Can., president Regina Cold 
Storage Company and vice-president of 
the Ontario Equitable Life & Accident, 
died at Burlington, Ont. 


COMPANIES 


Omaha Companies Dedicate 
New Home Office Building 


OMAHA—Approximately 15,000 per- 
sons inspected the new home office build- 
ing of the United Benefit Life and the 
Mutual Health & Accident here at the 
open house celebration. Officials headed 
by President C. C. Criss, were on hand 
in flower bedecked offices to greet visi- 
tors. The lobby was filled with bouquets 
sent by civic leaders, business and indus- 
trial executives and friends. 

A banquet was held with over 1,000 
agents. managers, and wives in attend- 
ance. Col. C. E. Forbes, secretary Mu- 
tual Benefit, was chairman. A dedication 
speech was made by Miles Scheaffer, 
secretary United Benefit Life. Vice- 
president S. C. Carroll spoke on “New 
Era in Policies.” Following a talk by 
Dr. Criss, founder of the companies, 
Miss Rosemary Keenan was named 
queen as the result of a life insurance 
contest conducted in June. A. W. 
Heuertz, Memphis, president of the 
managers’ association, presented Dr. 
Criss with a leather memory book with 
the names of 987 who attended the con- 
vention 








Morris Acquires Pioneer 
Life; Dr. Moore President 
KANSAS CITY—N. F. Morris, 
formerly with Pyramid Life, has taken 
over the Pioneer Life Association of 
Kansas City. Dr. N. A. Moore, 20 years 
protessor and pathologist in Kansas 
City Western Dental College, becomes 
president. 

Phe Pioneer Life has $1,000,000 busi- 
ness in force. It is an outgrowth of the 
former Reed Springs Life Association 
of Missouri, which was established in 


Columbus Mutual Official 
Dies After Long Illness 











THEODORE H. TANGEMAN 


T. H. Tangeman, 62, vice-president 
and counsel of the Columbus Mutual 
Life, died at his home in Columbus, O., 
Saturday after an illness of two years. 
He retired from active business on ac- 
count of his health. He graduated from 
the New Bremen, O., high school and 
from the Ohio State University Law 
School. He was admitted to the bar in 
1902 and began to practice law in New 
Bremen. Ten years later he was elected 
prosecuting attorney of Auglaize county, 
O., and served two terms. He was ap- 
pointed Ohio director of commerce in the 
cabinet of Governor White. He had gen- 
eral charge of the Ohio department of 
insurance as well as other bureaus. He 
joined the Columbus Mutual Life in 
January, 1935. He was a director of the 
City National Bank of Columbus and 
had served as chairman of the Home 
Loan Bank in Cincinnati. He was re- 
garded as a most sensible, useful man. 
Interment was made at Wapakoneta, 
O., his birthplace. 


1909. In 1933 control was changed and 
the name became Pioneer. The Pioneer 
writes only in Missouri. 

Morris, Pioneer secretary-treasurer, 
joined Royal Union Mutual Life in 1919 
in the actuarial department. In 1924 he 
went with Sentinel Life as auditor and 
office manager, in 1929 he joined Pyra- 
mid Life doing actuarial work and un- 
derwriting until 1937, when he. went 
with the Wisconsin Life as actuary. In 
1939 he became associated with Central 
Assurance of Columbus, O., as actuary, 
and changed the company over to life. 
He joined Pioneer early this year. 


Reinsurance by Lincoln National 


The Lincoln National Life has rein- 
sured the outstanding business of the 
American National of Galveston in 
Puerto Rico, amounting to about $4- 
500,000. The latter company evidently 
desires to limit its operations to the con- 
tinental United States. As of Sept. 30, 
the Lincoln National also took over the 
American National’s Hawaiian business 
amounting to $2,125,000. The Lincoln 
National has been operating in Hawaii 
for some time but did not enter Puerto 
Rico until recently. 








At the instance of the Nebraska 
department, an order has been issued 
by the district court in Lincoln to officers 
of the Fidelity Old Line to show cause 
why the state should not take it over for 
liquidation. It was originally an assess- 
ment health and accident company, but 
about six years ago amended its articles 
of incorporation to become a stock burial 
association. 





G. W. Day has been appointed assist- 
ant manager of the Peal and St. Cath- 
erine Streets branch Manufacturers Life, 
Montreal. G. H. Boright is manager. 








LIFE INSURANCE EDITION 


UNION CENTRAL 
HAS PA/D 
POLICYHOLDERS 
AND BENEFICIARIES 


OVER *81/ 628,344 


Last year The Union Central Life Insurance Com- 
pany mailed 136,000 checks to its policyholders and 
their beneficiaries. That’s at a rate of a check for 
every minute of every working day of the year! 
Total payments to policyholders and beneficiaries 
last year amounted to $35,865,241. Since the com- 
pany’s organization in 1867 these payments total 
$811,628,3-44. 
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new tnoetlmenl law... 
and a progressive Me 


fo AUGUST 22nd, the President of the United States signed 
into law an Act of Congress providing for the registration 
and regulation of investment companies by the Securities and 
Exchange Commission. 

It is only natural that we should heartily endorse this legisla- 
tion. The Commission invited Investors Syndicate and other 
investment companies to cooperate in its development. The new 
law represents the combined thinking of both the Commission 
and the industry. 

We welcome this legislation; we welcome the benefits it will 
bring to our company and our contract holders; we welcome 
the benefits it will bring to the investment business. 

As the largest investment contract company in the field, we are 
glad to inform all present and prospective holders of Living Pro- 


tection Contracts that Investors Syndicate will conform with this Act. 


INVESTORS SYNDICATE 


Minneapolis. Minnesota 
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INDUSTRIAL FIELD NEWS 





Industrial Insurers 
Pledge U. S. Loyalty 


Loyalty to the United States and to 
the principles of righteousness was 
pledged by resolutions adopted at the 
Industrial Insurers Conference semi- 
annual session held in Atlanta. A code 
of ethics was promulgated. 

President H. T. Dobbs, vice-president 
Industrial Life & Health, urged members 
to unite in meeting future problems and 
in attaining ideals. The resolution re- 
affirming allegiance and the code of 
ethics was presented by Raymund Dan- 
iel, executive secretary. 

The code of ethics pledges unfailing 
efforts to see that no other company is 
injured by the diverting of that com- 
pany’s business or agency organization, 
to observe the “Golden Rule” in the 
broadest and highest moral sense. 


Review Legislative Conditions 


The federal legislative situation was 
reviewed by P. M. Estes, general counsel 
Life & Casualty, laws committee chair- 
man: C. A. Craig, chairman National 
Life & Accident, and others. 

It was decided that, in order to de- 
velop future executives, the vice-presi- 
should not be selected from the 


dent 
past presidents as recently has been 
done. ® } 

The suggestion for a revision in the 


name of the conference was referred toa 
committee consisting of P. L. Hay, 
president Bankers Health & Life; P. P. 
Pepper, vice-president Southern Life & 
Health, and T. J. Mohan, vice-president 
Eureka-Maryland. The committee will 
report to the executive committee at the 
annual session. 


To Compile Conference History 


A committee, consisting of A. B. Lan- 
gley, president Carolina Life; C. A. 
Craig, J. R. Leal, secretary Interstate 
Life & Accident; George Kendall, presi- 
dent Washington National; J. W. Scherr, 
president Inter-Ocean Casualty, was ap- 
pointed to consider and supervise the 
compilation of a history of the confer- 
ence. 

The meeting was called to order by 
President Dobbs and presided over by 
F. F. Leith, executive committee chair- 
man, vice-president Peoples Life, Wash- 
ington. 


C. A. Craig Gives Address 


An interesting address on “Waste and 
Reduction of Expense Ratio and Lapse 
Ratio” was given by Mr. Craig, who 
urged that every conference company 
adopt a program for such reductions. 
H. N. Lukins, general attorney of the 
Washington National, spoke on “Know 
and Use Our Strength.” Both speakers 
urged that agency forces carry to the 
public the necessity for the preservation 
of American principles. 

Other constructive remarks mens wave 
by Messrs. Estes and Langley, af Son- 
theimer, president, and V. S Suiliber vice- 
president Tharp- Pi Life; Bas- 
com Baynes, president Home Security, 
President Dobbs and others. 

A luncheon was tendered by the In- 
dustrial Life & Health and President 
Dobbs. 


International Installs Officers 


MILWAUKEE — Several hundred 
members of the International Union of 
Life Agents attended a dinner-dance 
to install officers elected by referendum 
vote following the recent national con- 
vention in Racine, Wis., and _ to 
celebrate the recent state supreme 
court decision granting the union bar- 
gaining rights for industrial agents em- 
ployed by life companies in the cities 
where locals have been organized. Mar- 
vin: Jansen, Racine, is the new presi- 
dent. 


Western & Southern 
Rally in Chicago 


Over 600 agents and their wives at- 
tended the convention of the Western & 
Southern Life in Chicago. According to 
C. F. Williams, president, the primary 
purpose was to gather together those 
agents and their wives who are doing 
splendid work with the company and 
those agents who are rather off on pro- 
duction so that through mingling with 
each other, the latter men may secure 
pointers and sales aids on how to in- 
crease their business. 

In speaking on “How to Handle Our 
Men Who Are Conscripted,’ Mr. Wil- 
liams said there are some 600 men in 
the employ of the company who are 
subject to the selective service law and 
to those men who are called to the col- 
ors, the company will pay one-half of 
their average weekly earnings as indi- 
cated by the year prior to their being 
called into the service for the duration 
of their training period. He also said 
that the company’s pension plan will 
also be kept in force for those who are 
called. 

At the banquet Saturday evening, Mr. 
Williams presided. Among those at- 
tending from the home office were 
Vice- president J. F. Ruehlmann and 
Superintendents of Agencies W. : 
Burns, W. J. Williams, and A. O. Pay- 
ton, Vice-president Clarke Stayman, 
Field Secretary Lauren Schram, Medi- 
cal Director C. E. Iliff, J. J. Doyle, 
agency secretary. 

Mr. Williams pointed out that the 
goal of 1940 of $1,000,000,000 of life in- 
surance in force is being reached and 
that that mark should be hit before the 
year is out. There is $986,000,000 in 
force now. 

Has the Wives Present 

President Williams is a firm believer 
in getting the wives of agents into a 
meeting and banquet once a year so 
that they may know something about 
what their husbands are doing and what 
they can do to help the cause along. He 
holds that any plan of the government 
for insuring men in military service will 
not interfere with the sale of regular 
life insurance. He contends that the 
government should assume the war risk 
on the lives of those sent into active 
war service. Even though such insur- 
ance should be permanent he declares a 
policy on the life of one individual in a 
family is almost certain to increase the 
possibilities of protection on the° lives 
of other members so the private com- 
panies should gain by the government 
war risk plan. 


Family Reunions 


He emphasized the nature of West- 
ern & Southern gatherings where the 
wives are present as “family reunions.” 
He advocated a careful analysis of one’s 
self on part of an agent and his insur- 
ance company to see whether he is mak- 
ing enough money and whether he is 
satisfied with what he is doing. Pres- 
ident Williams said that he desired to 
be surrounded by people who are mak- 
ing good money. An insurance agent, 
he said, is trustee for the company. He 
practically represents a small company. 
He is given a debit. He must assume 
responsibility for a business entrusted to 
him. He advised an agent to take care 
of his debit the first three days of the 
week and the next three days he should 
solicit new business. He should always 
aim to get more than his stated salary. 


Few People Actually Succeed 


Mr. Williams said that no company 
is better than its policyholders. Few 
people in any line of business, he said, 
do real work and make a substantial 
success. Excess over the average, he 
said, is where the profit lies. There- 
fore, an agent should aim to go beyond 


the stipulated amount allotted to him. 
Anyone who makes a failure, in the 
opinion of Mr. Williams, can charge it 
up to himself. 

He called attention to the fact that 
the Western & Southern has been in 
existence 52 years with the same stock- 


holders, no stock being on the market, 
it has followed the same policy and been 
under the same continuous manage- 
ment. 
Roy L. Davis a Speaker 

Roy L. Davis, assistant state insur- 
ance director of Illinois, said the de- 


partment lays down certain principles or 
measuring rods whereby it gauges the 
standing of a life company. In the first 
place, it wants to know whether it is 
financially sound and ably managed. 
Next, it desires to ascertain whether the 
management believes in the theory of 
trusteeship, both so far as the company 
and agent are concerned. Next, it looks 
into its policies to see whether they are 
fair and equitable. The department 
passes on all policies written in the 
state. Every agent, he said, should be 
qualified to deal with the public as well 
as be licensed. The department is in- 
terested at all times in trying to weed 
out the unfit. Mr. Davis advised that 
every one should cultivate the will to do 
and the desire to get ahead. — lf one is 
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ERKSHIRE ASSOCIATES, 

living in the same locality 
as their prospects, are familiar 
with the family background, 
associations, and general living 
conditions of their neighbors. 
Such information is of great 
value when they sit in to assist 
in budgeting income to include 
a sound life insurance program, 


When they recommend the 
New Berkshire Guarantor Policy 
to their friends, they are offering 
the last word in financial security 
and protection. This policy, de- 
signed specifically to meet the 


THE LIFE INSURANCE AGENT — 


imbued with that sentiment he will 
reacn his goal or get near it. What IlIli- 
nois is endeavoring to do, he said, is to 


give intelligent and understanding su- 
pervision of insurance. 
Brief remarks were made by Super- 


intendents of Agents W. J. Williams, 
William Burns and Albert Peyton. 
President Williams made awards to 
R. H. Connor of Peoria, leading man- 
ager, who has now been transferred to 


a more important district, Mansfield, 
O.; Stanley Buzinski, Hammond, Ind., 
leading superintendent; F. A. Stella, 


Roseland, IIL., 


leading agent. 





Roberts to Chattanooga 


Dixie Roberts has been named man- 
ager of the Chattanooga district office 
by the Life & Cas ualty succeeding C. T. 
Yates, who has been made field inspec- 
tor of risks and will continue to have 
his headquarters in Chattanooga. Mr. 
Roberts goes to Chattanooga from Sa- 





vannah, Ga., where as manager of the 
Savannah district he led the entire 
company in production. 
Protest to Governor 

BOSTON—G. L. Connor, president 
of the local C. I. O. industrial agents 
union, and a committee of 20, called 
upon Governor Saltons istall and regis- 














major needs of every family 
man, provides: 


(1) A Clean-Up Fund) 
of immediate cash; 


(2) A Monthly Income All in 
for his family; One 
Policy 


(3) A Retirement In- 
come for himself. 





Aggressive agents and brokers 
will find their incomes mate- 
rially increased by conducting a 
month’s intensive drive on this 
contract. For particulars, write 
H. L. Amber, Vice Pres., or any 
General Agent of the Company. 
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tered the protest of industrial life 
agents, charging that life companies 
were not complying with the 1938 stat- 
ute prohibiting life companies penalizing 
agents for lapse of industrial policies in 
force for three years. 


A regional meeting of the Prudential 
took place at Syracuse, N. Y., Sept. 25 
Over 20 superintendents gathered fron 
New York state section H. 

At Watertown, N. Y., a 25th anniver- 
sary dinner was given in honor of Su- 
perintendent H. M. Dains of the Pruden- 
tial. He was presented with the old 
guard anniversary gold badge. E. J 
Maclver, agency secretary from the home 
office and John Ferris, divisional mane- 
ger, attended. 





Coast Actuaries 
to Meet Oct. 17-18 


The annual meeting of the Actuarial 
Club of the Pacific States will be held 
in Del Monte, Cal., Oct. 17-18. Sessions 
will open with a discussion of “Adequate 
insurance of the nation under the volun- 
tary system—how to provide adequate 
voluntary insurance for the nation at a 
cost within a reasonable tag saga of 
the national income.” F. M. Hope, vice- 
president and actuary Occidental Late, 
will present the formal paper, with dis- 
cussion by William Breiby, vice-presi- 
dent Pacific Mutual; R. B. Richardson, 
president Western Life; R. C. Burton, 
secretary and actuary New World Life, 
and Marcus Gunn, vice-president and 
actuary California-Western States Life. 
The remainder of the opening session 
will be devoted to general discussion of 
the formal paper presented at the spring 
meeting by C. F. Ede, assistant actuary 
West Coast Life, on “Hollerith equip- 
ment as ap plied to premium accounting 
and valuation. 


Other subjects on the program will 
be: 

“Assembly of company statement 
data,’ A. W. Lewis, actuarial analyst 


Pacific Mutual, with discussion by E. V. 
Hoff, statistician Occidental Life; O. A. 
Ehrenclou, actuary and assistant secre- 
tary Northern Life, and Floyd Young, 
actuary Western Life. 

“Interest Rates and Related Matters,” 
R. R. Brown, vice-president and actuary 
Oregon Mutual, with discussion by 
members to be designated by Mr. 
Brown. 

“The Latest in 


Taxation Changes,” 


L. J. Cooper, associate actuary Pacific 
Mutual, with discussion by R. C. Bur- 
ton, O. J. Meyers, assistant secretary 


Occidental Life; Charles Mehlman, vice- 
president and actuary Colorado Life, and 
C. H. Tookey, associate actuary Occi- 
dental Life. 

The meeting will close with the elec- 
tion of officers, following the usual 
“question box,” which will be devoted 
to questions on handling various com- 
pany records. One question already 
submitted is: “How are the ‘payor’ 
benefits valued by various companies?” 

Barrett N. Coates of Coates & Her- 
furth, consulting actuaries, is president 
of the club; C. N. Torok, Metropolitan 
Life secretary, and A. W. Havens, 
Pacific Mutual Life, chairman of the 
program committee. 


Becker Wins in Washington 
Primary in Final Count 


SEATTLE — After the Republican 
nomination for Washington insurance 


commissioner had virtually been con- 
ceded to George B. Lamping, former 
Seattle port commissioner, Fred CC. 


Becker, assistant Seattle manager Equit- 
able Society, was reported the official 
winner by a margin of 323 votes. Of- 
ficral returns gave Mr. Becker 68,770 to 
Mr. Lamping’s 68,447 votes. The third 

Schneider, 


1 14; 1: 
Republican candidate, Ray J. 


Issaquah, polled 39,788, bringing the 
total Republican vote to 177,006. 

Commissioner Sullivan won the Dem- 
ocratic nomination easily, polling 158,959 
over his lone opponent, G. E. Stokes, 
who received 51,133 votes. The total 
Democratic vote was 210,092. 

The Lamping-Becker race was the 
most sensational of the Washington 
primary election and was not finally 
determined until the official results were 
announced Oct. 1. In the last compila- 
tions made by the various press services 
10 days ago, Mr. Lamping was leading 
Mr. Becker by over 1,000 votes after the 
lead had changed twice. The election is 
Nov. 5. 


Warns of California Fakers 


A warning has been issued by W. C 
Tupper, Fresno, Cal., district attorney, 
that two men have been calling on those 
who are seeking Federal Housing Ad- 
ministration loans advising that life in- 
surance is required and to avoid having 
the cost added to their taxes they must 
pay cash for premiums. Persons who 
have paid the cash have not been able 
to locate the agents afterwards. 


George H. Harris, public relations off- 
cer of Sun Life of Canada, spoke to the 
Oregon agency in Portland and a joint 
meeting of the chamber of commerce and 
the Rotary Club there. 

W. C. Schuppel, executive vice-pres- 
ident Oregon Mutual Life, spoke to the 
Portland (Ore.) Realty Board on “Get- 
ting Rid of Our Mental Hazards.” 


SALES MEETS 


Metropolitan Holds School 

KANSAS CITY—Metropolitan Life 
is conducting a 15-day school here for 
managers, assistant managers and agents 
from six states. Harry Lucas, super- 
visor of field training, New York, is be- 
ing assisted by George Schlemmer, St. 
Louis; A. D. Slack, Little Rock; W. D 
Roach, W. W. Conley, and C. T. Lane, 
St. Louis; J. P. Grimsley, Oklahoma 
City, and M. E. Elsea, Omaha. Taking 
part also are Vernor Barnes, super- 
visor, Kansas City; Jess Allison, Tom 
Kennon and Ray Pearson, assistant su- 
pervisors, Kansas City. 





Changes in Bankers Life Meets 
DES MOINES—Several changes in 
the agency meetings of Bankers Life of 
Iowa have been announced. President 
Gerard Nollen and W. F. Winterble, 
director of agencies, opened the eastern 
tour at Cincinnati. Vice-president W. 
W. Jaeger and M. E. Lewis, superin- 
tendent of agencies, will start their 


series at Omaha on Oct. 14. The 
Helena, Mont., meeting will be held 
Oct. 24 and the Des Moines parley 
Nov. 18. 


Ill. Mutual Life Agents Meet 


SPRINGFIELD, ILL.—Twenty-five 
agents and district managers from 
southern Illinois connected with Mu- 
tual Life of New York attended a one- 
day conference with G. A. Sattem, su- 
perintendent of agencies. J. L. Taylor, 
manager Sp ingfield agency, was in 
charge of the meeting. 


Direct Mail Advertising 


Direct mail will occupy a prominent 
position on the program of the Life Ad- 
vertisers Association to be held in Wash- 
ington, D. C., Oct. 14-16. One of the 
outstanding speakers is to be A. R. 
Gould, circulation manager, “United 
States News,” whose subject, “Life In- 
surance Lessons from Magazine Sell- 
ing,” will deal with methods for making 
direct mail more effective. 

In addition, direct mail material will 
make up a substantial part of the exhib- 
its which annually are a feature of the 
IL. A. A. meeting. 


COUNTRY LIFE 
INSURANCE COMPANY 


Vi 


HOME OFFICE + CHICAGO, ILLINOIS 














THE PRICE TAG 


Professions where the salary can be 
adjusted to personal initiative and de- 
sire are rare things to be valued highly. 
The Life Underwriter writes his own 
salary ticket, or the price tag he wishes 
to place on his own value, but he must 
be willing to pay the price in vision, 
initiative and work for the privilege of 
having an adjustable salary. 


Aggressive men and women, anxious 
for success and the improvement of 
their salary, men and women who are 
willing to pay the price of the life insur- 
ance profession, will find it pays to be 
friendly with 


PEOPLES LIFE INSURANCE CoO. 
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said life insurance is the one means by 
NEWS OF LIFE ASSOCIATIONS which a man can stabilize his economic Iowa Farm Sales Above 
income to meet his and his family’s . 
needs. Arthur Coburn, vice- ‘president Same Period for Last Year 
deutinisaetn Life, defined life insurance DES MOINES—lIowa farm sales so 
s aw eo es s aa . . _ © r = 
San Diego “Millionaire” Tells San Antonians Hear Plans as & mows Ne WhlEh the WOKtOr SAY foe. this pene are sepemed ahewe bet 
relieve his fear of economic ills or as % GIR. SER : ‘ “3 
~ ° . , f : year’s sales during the same period with 
Methods at Kansas City for Combating Twister social agency which relieves the worker \fetropolitan selling the largest vol- 
[oe . a aS ee : from economic fear. uccessful agents ~ - . 2 
SAN ANTONIO, TEX.—The San ghould have the ability to talk, to listen, Ume. From January to Sept. 26, this 


KANSAS CITY—“Don’t go into the 
interview with two sales to make,” ad- 
vised Robert Sanders, district manager 
Business Men's Assurance in San 
Diego, and “millionaire” producer, in a 
talk before the life underwriters asso- 
ciation. “Unless you plan your work 
the night before, in the interview next 
day you have yourself and the prospect 
to sell.” 

He advised the agents to employ the 
confidence they have established by us- 
ing policyholders as sources of pros- 
pects and new business. 

“Remember that the prospect is not 
an actuary: keep the sale simple,” Mr. 
Sanders urged. “Then the prospect 
won't have to call in your ‘competi- 
tors, his lawyers, and others in order 
to make up his mind. Keep the sale 
easy for him—and you—to understand.” 

He has found the following approach 
effective 

Sanders: “Hasn’t every insurance man 
who called on you been interested in 
selling you insurance right away?” 


Prospect: “Yes. And I don’t need 
any more.” é 
Sanders: “Has any agent ever ar- 


ranged to get and fill in claim blanks 
so that in the event of your death your 
family can collect your insurance im- 
mediately?” The answer is almost in- 
variably, “No.” Mr. Sanders then offers 
his services, and gets an affirmative an- 
swer. 

Mr. Sanders was introduced by W. T. 
Grant, president Business Men’s Assur- 
ance. 





Boston—Holgar J. Johnson, president 


Institute of Life Insurance, will talk 
Oct. 17 on “Our Responsibility to the 
Public.” 

Coffeyville, Kan.—A round table dis- 
eussion was held on conscription and 
national guard mobilization. Plans for 


the southeast Kansas sales congress be- 
ing held Oct. 25 at Pittsburg were out- 


lined by Frank Sutton, general chair- 
man. 
Dodge City, Kan.—A large number of 


prospective members were guests. 


Monthly meetings are planned for the 
first Saturday of each month. N. B. 
Grantham, National Life & Accident, is 


president. 

Wisconsin — President Helmus Wells, 
Mutual Life of New York, Milwaukee, 
has announced committee appointments. 
There are now 12 local associations affi- 
liated with the state body. In addition 
to general state activity, assistance will 
be given local associations during the 
coming year in formulating plans, taking 
part in life insurance events and fur- 
nishing speakers for club and- public 
meetings. 

Kansas City—The young men’s divi- 
sion heard H. S. Daily, Connecticut Mu- 
tual general agent, talk on “How Valu- 
able Is My Time?” 

Lincoln, Neb.—The new season was 
inaugurated with a buffet supper and 
brief program of entertainment. Presi- 


dent L. W. Hummel outlined activities 
for the year. Seventy attended. 

San Francisco— “Why Women Buy” 
was the topic at the luncheon meeting 
of the women’s committee with Mrs. 
Genevieve F. Macliver, Equitable So- 
ciety, as chairman. Three business 


women in various fields approached the 
subject from the angles of their experi- 
ence and affiliation. 

Pueblo, Colo.—C. E. Eddleblute, presi- 
dent of the Denver association, spoke on 
“Philosophy of Life Insurance.” Charles 
Warner, state president, and several 
guests from Denver and _ Colorado 
Springs were in attendance. 

Milwaukee—Complete 
sonnel and chairmen have been ap- 
pointed by Frank C. Hughes, Mutual 
Benefit Life, new president. Jack Wind- 
sor, chairman education committee, has 
announced a new school in advanced 
underwriting. There will be 25 meet- 
Ings, the first to be held Oct. 21. 

‘Trenton, N. J.—F. A. Williams, Mutual 
Life of New York, Newark, will speak 
Oct. 8 on “Life Insurance in Relation 
to Estate Shrinkage.” 


committee per- 


Antonio Association of Life Underwrit- 
ers heard a panel presentation of ‘“Twist- 
ing the Twister” by Matthew Brown, 
General American Life general agent; 
Julius Stein, Lincoln National, and Mil- 
ton Fischer, Pacific Mutual Life. 

Mr. Brown said the difficulty with the 
life insurance salesman is that he has 
been trained to present what life in- 
surance does and not what it is. The 
twister, he said, is trained in what life 
insurance is. He stated that term in- 
surance is not a permanent program for 
aman. To the statement of a prospect 
that he can buy term life insurance and 
invest the difference, he offered a mathe- 
matical demonstration of the result. He 
warned against appealing to the emo- 
tions of the owner of permanent insur- 
ance which he plans to replace with 
term insurance. 

Mr. Fischer said that in explaining 
such a problem to an interested life in- 
surance owner he uses his own policy, 
explaining what it is. Mr. Stein said 
he shows that at death the policy pays 
the cash value as well as the face value. 
The twisters, Mr. Brown pointed out, 
do not subtract from the right place. 
He then drew a diagram showing that 
the buying of term insurance costs a 
man more and more each year. 

Mr. Brown spoke of the charge that 
“life insurance is a legalized racket,” and 
he stressed the need for mathematical 
illustration and demonstration of values 
in each case where the twister is striving 
to disturb the owner of life insurance, 
stressing the need for showing the policy 
owner what life insurance is rather than 
what it does. 


Springfield, 11.—O. Sam Cummings of 
Dallas, manager Kansas City Life and 
former president National association, 
addressed the Springfield Kiwanis Club 
and life underwriters Wednesday on 
“Democracy in Life Insnrance.” He is 
past international secreta*y and past in- 
ternational president of Kiwanis. 
Kaufman, 
will speak 
Business.” 


Northern New Jersey—Zenn 
author and sales counsellor, 


Oct. 14 on “Showmanship in 


Sioux Falls, S. D—Members who at- 
tended the annual convention of the Na- 





tional association spoke. F. G. Rollin- 
ger discussed topics discussed at the 
“Million Dollar Round Table,” and Earl 
W. Lemonds told of methods used in 
“Better Insurance Underwriting.” 

Another meeting is scheduled for 
Oct. 26. 

Topeka, Kan.—At the luncheon meet- 
ing, J. E. Kirk, vice-president and trust 
officer National Bank of Topeka, was 
the speaker, his subject being ‘Wills 
and Spendthrift Trusts.” 

Portland, Ore.—Nineteen past presi- 
dents were honored at a special fall 
meeting. E. B. McNaughton, president 
First National Bank, spoke on “Life In- 
surance at the Cross Roads.” 

Oakland-East Bay (Cal.)—R. C. Bor- 


den, New York, spoke on “How the Sell- 
ing Winners Win.” 

Spokane, Wash.—Thomas G. Murrell, 
Mutual Benefit Life, Los Angeles, spoke. 


Beaver Valley, Pa.—At a 
Rochester, Pa., G. H. Moore, Pittsburgh, 
general agent State Mutual, spoke on 
“My First Insurance Policy.” School 
teachers were guests. 


Dakota—J. P. Crary presided at 
an open forum on war clauses. Presi- 
dent R. A. Trubey announced the annual 
sales congress on Oct. 12. Speakers will 
include Wright Scott, president Minne- 


meeting in 


North 


apolis Life Underwriters Association, 
and R. E. Habermann, in charge of the 
rural organization of the Northwestern 


National Life. The banquet speaker will 
be Dr. D. A. Anderson, Equitable Society, 
Minneapolis, on “Rekindling of Our 


Faith in Life Insurance.” 


San Antonio, Tex.—R. W. Archer, pub- 
lic relations director Southwestern Life, 
spoke on “The Purposes and Uses of 
Life Insurance” at the first session of 
the association’s training course. He 


the enduring desire to cultivate friends, 
and the willingness to be persistent in 
maintaining a consistent record. 

Concerning the effects of the war, Mr. 
Coburn stated that life insurance is the 
one safe answer to drastic inflation. 

Toronto—The value of associations 
was stressed by M. L. McPhail, Imperial 
Life, St. Johns, N. B., president Life 
Underwriters Association of Canada. As 
a result of stricter selection, in 1938 
there were 5,000 fewer life agents in 
Canada than there were five years pre- 
viously, he said. 


w. Lincoln 





Dubuque, Ia. Fleege, 
National Life, talked. Each member 
spoke for two minutes on the associa- 
tion and the profession it represents. 

Calgary, Alta.—A. W. Trickey, North 
American Life, was elected president 
with the following executive committee: 
A. E. Harris, Mutual Life; E. Glen, Do- 
minion Life; James A. Pogue, Sun Life, 
Cc. M. S. Duffin, London Life, and C. S. 
Buckles, Manufacturers Life. A. Gordon 
Nairn, field secretary 
Association of Canada, 
next meeting. 


Life Underwriters 
will speak 


at the 


company sold 291 farms for $4,420,000, 
which compares with 198 sold during 
the same period of 1939 for $3,139,000. 
Ninety percent of the sales have been 
to farm operators and tenants. 

Equitable of Iowa reports 149 farms 
sold the first nine months of 1940. That 
company has sold 65 percent of all farms 
it has acquired in the state. Travelers 
has sold 131 farms to date this year 
compared with a total of 159 during the 
entire year of 1939. Connecticut Mutual 
Life has sold over $1,000,000 worth of 
Iowa farm land this year. 


St. Louis Men Qualify 


During the campaign that was car- 
ried on in tribute to Paul McNamara, 
vice-president North American Life of 
Chicago, six men in the Mississippi Val- 
ley division at St. Louis qualified for 
top prizes. They were E. H. Baugher, 


ad Bavarinos W. H. Sandweg, C. M. 
Scissors, T. J. Lavin and Manager G. L 
O'Shea, ail in the 


St. Louis area. 
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NON-PARTISAN HERSHEY MOVEMENT 


A movement is on foot among a group 
of Chicago insurance men that will 
extend itself throughout Illinois to 
I a non-partisan insurance politi- 
ague in behalf of H. B. Hershey, 
Democratic candidate for governor. The 
is made by a spokesman of this 
ip that Mr. Hershey is now attorney 
! liquidation bureau of the Illinois 
nsurance department and therefore, has 

horough understanding of what the 
partment has accomplished under 
Governor Horner's administration. He 












sees the need of a continuation of a 
that was adopted because it is 


Pole Lildal 


pointed out that there are problems 

before the insurance division that are in 
the process of solution. 

The spokesman declared that this 

» WwW l peal to those in the 





ppreciate what 
by Insurance 


Mr. Hershey 

















s the department 
ll Same Dasis and 
Will San in 1ts com- 
plexion. The personnel the depart- 
ment now was employed without regard 
t i affiliation. The appeal will 
be le to insurance people in the state 
t id by a division of the government 
that has proved itself effective and su 
ssfu 
HILL HOLMBERG ADVANCED 
Hill Holmberg, widely known in 
1 Chicago, has been ap- 
a2P, Sails 
After be 


tern Uni- 
business 
insurance 
assistan 
id was man- 
Park. He 


for the Home 








After 10 years in insurance Mr. Holm- 





bere ned United Air. Lines eight 
months ago as a salesman in the ‘Chicago 
regional trafi fice and he then be- 
‘ ¢ f the industrial field in 
Chicé 
ILLINOIS CHAMBER LUNCHEON 

Che Illinois Chamber or commerce 1S 


e lunch- 











arranging for its annual ins 
eo! » be held at the Palmer House, 
Cl go, Oct at 12:15 p. m. when 
Superintendent L. H. Pink of New York 
vill be the speaker i. I Manzelmann, 


vice-president North American Accident, 





is chairman of the division. G. H. Schir- 
mer, Freeport, Ill., vice-president Gen 
eral Casualty of Wisconsin, is chairman 

f the executive committee. Other mem- 


the executive committee are J. 
{ Harding, executive vice-president 
Springfield F. & M.; G. R. Kendall, 
president Washington National; G. A. 
McKinney, executive vice-president 
Millers Mutual Fire of Alton, Ill.; E. V. 
‘ll, general counsel Continental 


Mitche 
l and Continental Assurance; 


Casualty 
G. H. Moloney, vice-president Hartford 
Accident; S 4. Rothermel, Moore, 
Case, Lyman & Hubbard, Chicago; 
Chase M. Smith, secretary National 
Retailers Mutual of Chicago; C. B. 


Stumes, Penn Mutual Life, Chicago. 


VLCEK SUPERVISES DEPARTMENT 


Anton Vicek has been appointed su 
pervisor of the life department of Cram- 
sie, Laadt & Co., genera! agents in Chi- 
cago of Northwestern National Life. 
He succeeds A. H. Ehresmann, resigned 
o become assistant manager in the 
Detroit branch of Northwestern Na- 
tional. Mr. Vicek has had 12 vears’ life 


surance experience, starting with the 


{ cago brancl of the old Missouri 
State Life and serving under Man- 

vers E. B. Thurman. Martin Zitz- 
agers I b nurman, Marti Z1tZ 
mann and A. A. DeLapp until 1932. 
Chet he went with the Cramsie, 


Laadt & Co. life department as cash- 
ier, serving until 1939 Mr. Vicek left 
B 


the agency last vear due to illness e- 


fore entering life insurance he was in 
the auditor of disbursements department 
of the Northwestern railroad and later 
was assistant purchasing agent. He has 
made a study of life insurance and 1s 
well qualified to continue the service 
of the department to brokers and 
agents. 
HARRY WRIGHT AT HIS DESK 

The new president of the National 
Association of Life Underwriters, Harry 
T. Wright of Chicago, went from the 
Philadelphia convention to New York 
City where he visited the home office 
people, saw the world’s fair and was the 
recipient of numerous attentions on 
part of New York life men. He re- 
turned to his office in Chicago the lat- 
ter part of this week. 








ARNOLD MONTH EFFORT STARTS 


W. F. Grantges, agency director 
Northwestern National Life, was a spe- 
cial guest at a breakfast of the R. J 
Wiese general agency of Chicago, initi- 
ating the annual “Arnold Month” new 
business. drive. Prizes to individual 
agents are vacations at Mr. Arnold's 
summer lodge at Basswood Lake, Minn. 
Agency managers and general agents 
are included in the competition. 


PLAN AFFAIR FOR WRIGHT 


The reception and dinner for Harry 
r. Wright Equitable Society, Chicago, 
newly elected president National Asso- 
ciation of Life Underwriters, to be held 
in Chicago Oct. 8 under the auspices of 
the Chicago Association of Life Under- 
writers, of which Mr. Wright is a past 
president, promises to be a brilliant ar- 
fair. A great many reservations have 
been made. 

T. I. Parkinson, president Equitable 
Society, will be guest speaker and C. J. 
Zimmerman, general agent Connecticut 
Mutual and retiring president National 
association, will be toastmaster. At the 
speakers table besides Messrs. Wright 
and Zimmerman will be L. M. Buckley, 
past president Chicago association, and 
chairman dinner committee; W. V. 
Woody, Mr. Wright’s agency manager, 
co-chairman dinner committee; W. M. 
Houze, president Chicago Association, 
and F. P. Bieriger of Rockford, presi- 
dent Illinois association. Presidents and 
officers of life companies who will be 
attending the American Life Convention 
annual meeting in Chicago next week, 
insurance leaders who will be attending 
the convention of the National Safety 
Council, trustees of the National associ- 
ation, insurance commissioners, trust of 
ficers of Chicago banks and officers of 
the Illinois, Indiana, Iowa, Michigan 
and Wisconsin associations, have been 
invited to attend. 

4n honor guard has been named com- 
prising of Woolf Guon, Metropolitan; 
Lloyd Lafot, New York Life; W. L. 
Gottschall, Equitable Society; J. M 
Royer, Penn Mutual; E. B. Thurman, 
New England Mutual, and E re 
Hughes, Massachusetts Mutual. There 
will be a musical program. 


Form Seattle Trust Council 

The Seattle Life Insurance & Trust 
Council has been organized with V. R 
Graves, vice-president and trust officer 
People’s National Bank named presi 
dent; W. B. Laney, general agent 
State Mutual Life, vice-president; J. F 
Habegger, Northwestern Mutual Life, 
secretary, and H. H. Judson, Seattle 
Trust & Savings Bank, treasurer. 

Life insurance men on the executive 
committee are: Fred Anderson, Pru 
dential; Howard Brace, New York Life, 
and R. D. Smalley, Penn Mutual. Mem 


bership, so far as insurance men are 
concerned requires membership in the 
Seattle Life Underwriters Association. 

Every agent should read Carroll C 
Day's “Littl Red Wagons and Little 
Red Boots.” Send $1 for eight copies to 
National Underwriter 





TO THE KEEPER OF THE BUDGET 


To the keeper of the budget, ‘‘joy”’ is an income of a 
dollar and an outgo of ninety cents, while ‘‘gloom”’ 
is an income of a dollar and an outgo of a dollar and 
ten cents. The saving of a surplus, however small, 
is the first step toward economic success. Saving 
through life insurance in a company such as the 
Massachusetts Mutual is simply buying a greater 
future good by a smaller present sacrifice. 
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LIFE AGENCY CHANGES — 





Chicago Man Is Appointed 
Detroit City Supervisor 


A. H. Ehresmann, manager of the 
life department of Cramsie, Laadt & 
Co., Chicago general agents Northwest- 
ern National Life, has resigned and be- 
come city supervisor in Detroit of that 
company, associated with Manager E. 


A. H. EHRESMANN 


P. Balkema. Mr. Ehresmann will con- 
centrate on the city production. 

Mr. Ehresmann is an experienced life 
salesman and agency executive, having 
received most of his training in the 
Travelers organization in Des Moines 
and Chicago. He started 10 years ago 
as agent of Travelers, becoming assist- 
ant manager, stationed in Des Moines 
with jurisdiction over the northern half 
of Iowa. He was transferred to Chi- 
cago, where he was assistant manager 
in the Chicago branch office for about 
two years. He has had charge of the 
Cramsie-Laadt life department for two 
years, in which time it has shown sub- 
stantial development. 

Mr. Ehresmann was tendered a fare- 
well dinner by the Chicago agency, with 
F. A. Cramsie and W. J. Laadt, the 
partners, as hosts, and was presented 
a fountain pen and pencil set. 





Tender Diener to J. C. ‘Elliott 
NEWARK—John C. Elliott who has 


resigned as northern New Jersey gen- 
eral agent of the Penn Mutual Life, 
was honored at a dinner here by his as- 
sociates. *. Patterson, vice-presi- 
dent, was toastmaster. The new general 
agent, J. Elliott Hall, was introduced. 
Mr. Elliott will remain as associate gen- 
eral agent in charge of production ac- 
tivities in the Newark agency. 


Baker Holds School tor Brokers 


KANSAS CITY—The Prudential 
ordinary department here held a three- 
day school for brokers, which was at- 
tended by over 40. G. S. Baker, man- 
ager, was in charge, aided by Jack 
Lawrence, assistant manager, Ralph 
Rice, Jr., assistant, and Howard Austin, 
Jr., in charge of brokers. 


D. of C. Job Act Is Corrected 


The _ unemployment compensation 
bill which has just been enacted for the 
District of Col umbia includes a_ provi- 
sion exempting insurance agents and so- 
licitors that are compensated-solely by 
commission. 

P. M. Estes of Life & Casualty of 
Nashville; F. M. Nettleship, secretary of 
agents of Equitable Life of Washington, 
and E. B. Combs, assistant secretary of 
Continental Life of Washington, were 
influential in getting favorable action on 
this amendment. 





State Mutual Names New 
Hartford General Agent 


L. D. Benson has been appointed 
general agent by the State Mutual Life 
with headquarters in Hartford. 

He is widely known throughout the 
Connecticut territory by reason of his 
life insurance activities there for 10 
years, the last seven as field supervisor 
of the United Life & Accident. He was 
educated in the New York City public 
schools and early in life was in the 
wholesale dress manufacturing business 
in that city. 

Since 1918 Mr. Benson has been a 
resident of Connecticut. Until 1928 he 
was the owner-operator of a dairy farm 
in Colchester where he was active in 
several farm leagues and associations 
and was on the board of the Federal 
Land Bank for his district. 

Mr. Benson’s new offices are at 18 
Asylum street, Hartford. 


Fraustein Succeeds Morgan 


The Minnesota Mutual Life has ap- 
pointed O. K. Fraustein general agent 
in Indianapolis and central Indiana, with 
offices in the Knights of Pythias build- 
ing, Indianapolis. Mr. Fraustein suc- 
ceeds Ralph F. Morgan, who is being 
transferred to a similar post in west 
Texas. 


John Hancock Managers Retire 

Under the company’s pension plan, F 
T. Nealon, manager Chester, Pa., J. F. 
Rogers, manager Waltham. Mass.. and 
W. C. Johnston, manager Webster, 
Mass.. have retired from John Han- 
cock Mutual Life. G. A. Schenk, now 
assistant manager Chester, Pa., becomes 
manager; A. P. Silva, now assistant 
manager at Haverhill, Mass., will be 
manager at Waltham, Mass., and J. 
J. O’Meara, assistant manager at Tor- 
rington, Conn., will be manager at 
Webster. 





Floyd Cripe, Supervisor 
in E. D. Verink Agency 








FLOYD E. CRIPE 


Floyd E. Cripe, a leading producer 
for the Connecticut General in Chicago, 
has been appointed supervisor in the 
Ellis D. Verink agency of the mi 
Central Life in that city. He has had 
considerable success in personal produc- 
tion and as an agency organizer. 

He started in life insurance business 
in Chicago in 1926 with the Equitable 
Society, which representation he _ re- 
tained until 1931, producing from $200,- 
000 to $400,000 annually. In 1930, as 
assistant manager under F. H. Havi- 
land, then manager of the Equitable, he 
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tion. When Mr. Haviland took over 
the management of the Connecticut 
General in 1931, he was appointed as- 
sistant manager, which position he held 
until 1934. During this time Mr. Cripe 
was active in recruiting, training and 
in building a $1,500,000 unit for this 
branch. He has trained and has been 
instrumental in the success of a num- 
ber of outstanding producers as well as 
several men who since been ele- 
vated to the position of manager. He 
returned to personal production for the 
Connecticut General, having qualified as 
a member of the Nutmeg and Charter 
Oak honor clubs and is a charter mem- 


have 





ber of the President’s Club. He main- 
tained a production record that qualified 
him for the company’s convention each 

Cripe is a graduate of Manches- 
ter College, Manchester, Ind., and was 
a post-graduate student of the Univer- 
sity of Chicago. He taught in high 
schools at Princeton, Ill, and Hinsdale, 
Il., tre 1922-1926. In 1927-1937 while 
engaged in the insurance business he 
le re on contract law at the mer- 
ican Institut king 





Vessey Named by Provident ene 
Burton Vessey, for eight vears man- D. N. Cameron, senior member of 
gel the life insurance department Cameron & Carroll, Oshkosh, Wis., gen- 
Chas. W. Sex Co., Minne- eral agency Northwestern Mutual is re- 
apolis, has been named general agent tiring Dec. 31, and Marue Carroll will 
oO Provident M Mir become sole general agent Mr. Cam- 
s. He had bee Sexton eron has been associated with — the 
ag 7 vears . ea De Northwestern Mutual for more than 50 
vears In various capacities but always 
Mills in the same community The central 


Wisconsin general agency has about 100 

















3 * agents and last vear paid for nearly 
ae $5,000,000 new business, placing fifth 
: among the company’s 85 general agen- 
cies, as well as second in both per capita 
> ec insurance sold and in the number of 
ae % lives paid for. The agency approaches 
a ae ts the end of 1940 in fifth place in volume 
- . . and second i er Capitz hile showing 
Wisconsin Is Reorganized eo x avin gt eee om rr ye en che 
Equitable Society has reorg months 
sco resulting in the consoli- Mr. Cameron started in insurance in 
some distt I Hopkins Oshkosh, where he was born in 1869. 
verland, Wiis anager of the At the age of 17, he became a clerk in 
I st t s ‘ V the 
F i ft r scontin 
has bee with the ort est | f the state j s beer 
hq e and | Cars state man- ot the leading districts Mr 
Milwaukee ars, duru pkins’ management, leading the nine 
ime he erate agent, cts in Wisconsin in 1936 and third 
ssistant < st 10 years last three years. It was first 
of the Ei strict. He ht months of 1940 in 
‘ ess Ss ersonal pro pe lowest in ac quisi- 
F ‘ ‘ gh know tio time being, Mr. 
¢ sin I Claire Hopkins continuing as a personal pro 
st tit the ducer for the Equitable. 
= - 
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“DES MOINES 





M. A. CARROLL 


the Oshkosh Mutual Fire and in 1889 
he took a clerical job with H. A. Ho- 
bart, district agent for Northwestern 
Mutual in Oshkosh. In 1891 he be- 
came a special agent and two years later 
became Mr. Hobart’s’ partner and upon 
the latter's retirement in 1899, became 
sole district agent. When the Wiscon- 
sin and upper Michigan general agency 
was divided on the death of W. H. 
Surles. Mr. Cameron was appointed gen- 
eral agent for central Wisconsin at 
Oshkosh in 1907. In 1926, he took Mr. 
Carroll into partnership. 

Upon completion of 50 vears as gen- 
eral agent in 1937, Mr. Cameron was 
tendered a surprise dinner by agency 
associates and company officials headed 
by President M. J. Cleary. Last Nov. 
1, Mr. Cameron was presented with the 
50-year gold service pin on completing 
half a century of service. He had served 
on the executive committee of the Gen- 
eral Agents Association. 


In Oshkosh Since 1912 


Mr. Carroll was born in Milwaukee 
in 1884. He started in the home office 
when he was 16 and spent six years in 
various departments before going to 
Chicago as field and office assistant to 
C. D. Norton, then general agent. In 
1912 Mr. Carroll went to Oshkosh to 
assistant to Mr. Cameron 
1926 became a junior partner. 
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He completed 40 years with the North- other sections of the country were also 
western Mutual on Aug. 1. He is pres- present. Mr. Behan presented Mr. Si- 
ident of the General Agents Association, mon with a 25 years service emblem. 


serving a second term. 
By R. B. MITCHELL 








PINK APPOINTS COMMITTEE 


: DOUGLAS SEES PRESIDENT sewing sirable - {yo : : ; ae ee 

Amold Appointed Manager SUGLAS SERS PRESIDENT viewing to desirable prospects. There Superintendent Pink of New York has 
The Northern Life of London. Ont President L. W. Douglas of the Mu- will be a question and answer period. appointed the following committee to 
si 2 * tual Life was one of a small group of Frank E. Mason, National Broadcast- make arrangements for the entertainment 


has appointed John R. Arnold of To- 


fe distinguishe ‘itizens w C on ing Company’s vice-president in charge 2 nz sso 
ronto agency manager at Vancouver. guished citizens who called 1 S of the National Association of Insurance 


President Roosevelt to urge all possible Of public relations, will address the din- Commissioners wane the group holds its 


“es ras ° -. = " a 5 . ie owe . 

id brie Pin! A mo ta _ Woe aid to Great Britain. Mr. Douglas re- mer meeting at 6:30. rhrough his serv- meeting in New York in December 

eee life Sauaiien in a” i . signed in 1933 as director of the federal ice in the intelligence corps of the United (CW. Fairchild, Association of Casu- 
poo ety budget when he broke with Mr. Roose- States Army in Europe and as former ajty & Surety E cecutives; C. G. Taylor, 





velt over the new deal’s spending poli- president of International News Service Metropolitan Life; R. J. Sterrett, Equi- 
he is very well acquainted with the table Society: H. P. Dunham, American 





cies. ; 
Gees oe - ; SO European situation. Surety; A. N. Butler, Corroon & Reyn- 
J. 3 OLY ge ogy yheigg No MYRICK TRAINING COURSE a olds; J. S. Phillips, Great American 
ent oF agencies oO 1€ regon ALutua _ F ~ ‘ - PRUDENTIAL’S ANNIVERSARY T 2 ity , lational 
Life, is going to Stockton, Cal., where [he Julian S. Myrick agency of the een, ome J. 2. a 
: will The Prudential will celebrate its 65th Board of Fire Underwriters. The com 


he will build an agency for the com- Mutual Life in New York City ate Cth oak « : 
7 i open its fall training course for agents anniversary with an informal buffet muttee met for the first time last we 

and brokers Oct. 7. Sessions will be in luncheon ‘Oct. 14 at the home office —_— 

the agency meeting room and will run assembly room. Guests will be business, pRAINING COURSE SUCCESSFUL 

D. L. Garber has been named from 4:45 p. m. to 5:45. Dates of the lec- professional, religious and political lead- - : ee ae sens ee 

agency supervisor of the Eckenrode tyres are Oct. 7. 9. 14. 16. 18 91. 93 ers of northern New Jersey. These The New York City Life Underwrit- 

is ae ’ poe ee : : rs Association's training course for me: 


if 





pany. 


















agency of the Bankers Life of Nebraska anq 25. luncheons have been a popular annual ; : ; 
at Williamsport, Pa. a nS, feature of the Newark area ever since preparimg ior the written examinatio! 
The Guardian Life of Dallas has RIEHLE FETES WRIGHT their inception in 1925 on the company’s POW Feduiree oF New York state. for 
transferred E. B. Goff, home office in- T. ML. Rieh! i — 50th anniversary. Guests will be wel- agents’ licenses has shown a very hig 
spector, to Houston to have charge of ¢ r. M. Rieh e, general agent Equitable comed by President Franklin D’Olier Passimg ratio. | San, 7 a © 
that district. Society, New York City, was host this and other officers. have taken the state examination 
week at a cocktail party for the new have passed. Two of three students 
: pg rao = oe aa et L. EK. SIMON HONORED — failed lacked sufficient _— und 
-1fe nderwriters, arryv ‘i right, to have a reasonable chance « p< ing 
A. W. Atwood Is to Speak associate manager Equitable Society, L. E. Simon, general agent the Mas- and the educational committee so it 
The annual meeting of the Associa- Chicago. Other guests were prominent Sachusetts Mutual Life at New York formed their general agents before the 
tion of Life Agency Officers and Life In- New York general agents and managers City, was tendered a testimonial dinner took the tests. 
surance Sales Research Bureau will start and company and association officials. last Friday in celebration of his 25th There is a panel of 30 instructors, 10 
with a luncheon meeting at the Edge- eee anniversary with the company. It was being selected for each course. A dif- 
water Beach Hotel at Chicago, Oct. 28. . y. assocrIATION To MEET given by 65 agents of the New York City erent instructor gives each of the 10 lec- 
A. W. Atwood well known “Saturday agency. The agency is one of the old- tyres. The -iety of having a new 
Evening Post” contributor and financial The New York City Life Underwrit- est life organizations in the country structor each time has proven pop ular 
analyst, will be the guest speaker. ers Association's first dinner meeting having been in existence for more than with the students. The instructors 
“Management in Action” was selected Oct. 17 will be preceded by a seminar 82 years. It is the largest unit of the coum connections are scrupulousl; 
as the theme of the meeting, the pro- running from 2 to 5:30 p. m. It will Massachusetts Mutual. Twenty-five concealed from the students. The asso- 
gram committee having decided on that be conducted by Louis Behr, Equitable years ago, Mr. Simon started as an of- ciation started a new course this week. 


at a session in Philadelphia last week. Society, Chicago, nationally known mil- fice boy when the late T. R. Fell was 

In addition to Mr. Atwood there will lion-dollar producer, at the Hotel Penn- general agent. There were present at : ce j 
be on the first day’s program, Paul F. sylvania. Mr. Behr paid for 134 cases dinner from the home office President [he Life Supervisors Association of 
Clark, vice-president John Hancock Mu- for well over $2,000,000 in 1939. He B. J. Perry; Vice-presidents A. T. Mac- Brooklyn held its first fall meeting 
tual Life; J. G. Parker, general manager will describe his methods, including the lean, Henry Loeb, J. C. Behan, C. O. Fresident Edward Rosebaum, assistant 
Imperial Life of Canada; V. B. Coftin, widely used system which he developed Fischer and Dr. Morton Snow, chief manager Equitable Society, named his 
vice-president Connecticut Mutual Life. to conserve time and confine his inter- medical director. General agents from committees. 


SOCIAL SECURITY BENEFITS 
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It is exceedingly easy to determine Social The Hinkle Social Security Slide Rule which You carry a fountain pen for the con- 
Security benefits with the Hinkle Slide Rule. ives close approximations is carried by more venience of prospects in signing applications. 
y & y gning app 
You set the slider at the amount of average Underwriters than any other calculating de- Why not carry a Hinkle Slide Rule in your 
y 
Monthly Earnings and read down for the vice on the market. 50,000 of these rules vest ket and perhaps open up a profit- 
y & P 
Monthly Benefits under the various pro- have been sold since the original law was able deal through showing your friends and 
visions of the Law. You don’t need a pencil; passed in 1936. It is light in weight, good acquaintances what their Social Security bene- 
nothing to calculate. looking and will last a lifetime. fits will amount to. 
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Please send me___ SOCIAL SECURITY 
SLIDE RULES @____each. 








SYNOPSIS OF SECTION 202 SOCIAL SECURITY ACT AS AMENDED AUCUST 1939 








PRIMARY INSURANCE BENEFIT Baa o Com son weows CURRENT INSURANCE BENEFIT Burs ot Crom coe [ Check Enclosed ' Charge My Account 
vi age Aw Ge ‘e) Monthly income to widow of an ~! Nemartege = = 
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asp Pag come to wile, of individual 2 dosh al PARENT'S INSURANCE CNET Rae NAME 
tw income to surviving, OO = ——— 
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War Problems Are 


Debated by L.O.M.A. 


(CONTINUED FROM PAGE 4) 



































J N Waarters issociatt 4 \ 
I ant Ss T¢ ( ] v Was € t d 
| sider succee ge W P. Barb ae je 
S Conn cut R. W. 
Beeson was ele V1 lent 
New di rs n LISS Ma ) 
ill \e l € the rs 
t been named on the 
ton, s Lon- 
di sSa, Ss VA est- 
‘ a Robert Green, 
entiz 
ssociate actuary 
Gi vice- 
president and actuary utual 
were re-named to t 
Announcement was tellow- 
ship awa Richa ruen and 
Richard ors oth of Ho ife: W 
I Shoener, Gir Ate H. i 
Sullivan, Massachusetts Mutua 
Next Convention in Cincinnati 
he 1941 convention was awarded to 
| ield the last week an 
an sp meet- 
Y¢ it week 
Several important manuals were pre- 
s t the result of surveys by com- 
m One of these, volume 11 on 
lite ompany cost accounting empha- 
Sizt departmental costs M. H. Le- 
Vita, statistician Fidelity Mutual Lite, 
chairmar explained the report Life 
ci are extremely cost conscious 
he said \n agreeme among life 
companies on a definite procedure for 
cost accounting would be very helpful 
The report analyzed work and cost 
units and emphasized clerical time and 
Sala! costs. 
second close manual was 
presented by the cle salary study 
committee on suggested plans of job 
evaluation by G. A. Hardwick, vice 
president and comptroller Penn Mutual, 
( alrmaf}l 
Dw plans were proposed the L.O.M. 
point evaluation plan and the job 
element evaluation plan, for determin 
salaries and selecting employes 
é O.M vlan measures the ‘“‘con 
tent’ o job in terms of 11 charac- 
teristics Che the plan recognizes 
c ersitv 1 10D is a result of combt- 
nations of duties, defines these opera 
tio and establishes their relative di 
ne 1it\ 
Other manua presente included 


PURE PROTECTION 


LOW COST 
LIFE INSURANCE 


Ordinary, Whole Life Policy Without 


Investment Features 
Life Insurance In Itself Is epee 
ESTIMATED AVERAG 
AGE 40... $16.40 
PER $1,000.00 
33 Years of Dependable Service to Policyholders 


ANNUA 


Interstate Reserve 
Life Insurance Company 


Ien ‘East Chicag 


Pearson Street, 





FieNATIONAL UNDERWRITER 


equipment and cost analysis 
checkwriting—methods 
form standardization 


microfilm 





ations, 
and 


of install: 
and control, 
nd control 

In connection with the job evaluation 
report, R. D. Gray, associate protessor 











California Institute of Technology and 
special research assistant L.O.M.A., de- 
scribed the what, how and when oi 
systematic salary administration. This 
involves, he said, the integration of 
three techniques, job descriptions, job 


rating. 


evaluation, and employe 
J vice-president 


Edmund _ Fitzgerald, 





Northwestern Mutual Life, in an ad- 
dress on “value of staff education in 
home office activities” said management 
h unusual responsibility for edu- 





its personnel in the principles 
i petuate the organi- 


contractual obligations will be 


Ft 
al 
and practices to per 


ration so 


discharged in accordance with their 
terms even though the present manage- 
ment should have ceased to exist. 


— Gives His Views 




















assurance to the policyholders 
4 a future capable and honest manage- 
ment seems to me,” he said, “to be oft 
eatest importance; in fact, not unlike 
iat of the investment portfolios mak- 
ng up the reserves. If this be true, 
hen € i [ business should 
lave 1 for the devel- 
opment met mbers who 
will some lay be respon sible for the 
li of o »bligations. 
overall ! should have 
two objectives; first, the job training 
ieecd to the development of further 
job skills and routine office production, 
and second, education in the basic prin- 
ciples of the business and the practices 
the company. 





“For 


education in 


life insuran 











sutside t € is ea. 
ju ‘ly pr 1 our colleges, 

the subject is left mainly to instructors 
who devote more than half of their 
time to subjects other than insurance,” 
he said. “This means, to me, that home 


t assume the responsibil lity 
ge facilities for training their 
organizations to do acceptable 
leadership 





present 
jobs and to 


he future.” 


* 1 
produce sound 


Takes Up Extension Notes 


R. C. Kneil, vice-president 
Reliance Life, perience with 
extension agreements and told why Re- 


assistant 


spoke on ex 








liance discontinued using them. Re- 
liance accepted 34,794 extension notes 
in 1934 but only 68 so far this year, 
he said, and discovered large numbers of 
policyholders were paying for their in- 
surance on the wrong basis. Mar id 
contracted chronic “note-itis.” The 

that was found is to suggest semi 


annual, terly or monthly premiun 


qua! 
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received 
1939, 


Reliance 
and in 


payment. In 1938, 
595 extensions agreements, 
only oe 

There was an afternoon tour through 


the New Bankers Life building, with 
President Gerard S. Nollen greeting 


delegates in the auditorium and furnish- 
ing guides. 


r. F. Meagher, assistant secretary 
New England Mutual, presented a mo- 
tion picture illustrating unique office 


machine operations and the film “Social 
Security” was shown by the Massachu- 
setts Mutual and social security board. 


Internal Auditing 


E. L. Dunlap, third vice-president 
Metropolitan Life, in his address on 
“Internal Auditing of Life Office Oper- 
ations,” said that a program should plan 
and develop the steps of its procedure 
in accordance with the following basic 
principles: 


(1) The auditing unit should be an 
independent unit, separate and apart 
from any other company unit which 


s, or records company 
handles or main- 


authorizes, controls 
transactions or which 


tains custody of any of the company 
assets. 
“(2) The structure of the company’s 


organization and its records should be 
so constituted that an automatic internal 


check and control shall be established 
and maintained. 

“(3) The program of audit should be 
designed with regard to the type of the 
transactions to be verified. 

“(4) An auditing program which re- 
quires the separate detailed examination 
of each transaction is today admittedly 

] 


an impractical procedure. Modern audit- 
ing must be adapted to verify volumin- 
kus transactions by other and more effi- 
cient methods. The first step in these 
methods is that of securing to a very 
large degree an automatic check and 
‘ontrol within the various units of the 
organization itself. The importance of 
establishing and maintaining sound 
methods of internal control within the 
operating and recording units of any 
organization cannot be over-emphasized 
s the essential part of any program of 
rnal auditing.” 


a 
inter 


Hospitalization Insurance 


E. M. Neumann, assistant, actuary of 
the Prudential, in his talk before the 
Life Office Management Association, on 
hospitalization insurance, said it is dif- 


ficult to establish a trend for the asso- 


hospital 


ciated plans since generally 
their benefits have changed but little. 
In the early part of the 1930’s there 
were few statistics on which to base 
benefits, subscription rates and under- 
writing requirements. As a result a 
numbe r of the associations got into 


difficulties and found it necessary to 
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Founder 
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restrict benefits or select 
Only last year 
thoroughly 


increase rates, 
members more carefully. 
one of the largest ones 
overhauled its contracts. 
He referred to the group insurance 
plan, saying that in 1934 the major 
group companies commenced issuing 
group hospital expense insurance. AL 
though still not considered as a primary 
coverage it was decided that hospital 
insurance could be issued in conjunction 
with group life insurance as well as 
group accident and health in all but the 


few states not permitting it. 
Two Concurrent Developments 

The year 1938 produced two major 
concurrent developments in the group 
hospitalization field among the major 


group companies. First the hospitaliza- 
tion coverage was made available to the 
dependents of employes whose depend- 
ents are defined as the wife of the em- 
ploye and the unmarried dependent chil- 
dren ranging from three months to 18 
vears of age. The benefits are very 
similar to those issued for employes. 
The second major development was the 
introduction of group surgical benefits 
for employes or employes and their elig- 
ible dependents. On Dec. 31, 1939, there 
were approximately 3,800 groups in 
force covering 960,000 employes for $4,- 
400,000 daily benefits and of these 1,800 
groups covering 600,000 employes also 
provided surgical benefits. 


Wright Succeeded 
by E. C. McDonald 


(CONTINUED FROM PAGE 3) 
later becoming supervisor of agencies. 
With the development of group insur- 
ance, he joined the former Inter-South- 
ern Life of Louisville, to organize and 
manage a group department and subse- 
quently was elected an officer. 

Mr. McDonald joined the Metropoli- 
tan in 1925 as a group representative, 


specializing in the sale of group pension 
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programs, which were then being added 
to the group insurance lines. Stationed 
in Chicago for some years, he became 
successively an annuities adviser and as- 
sociate sales manager of the group di- 
vision. He was appointed an assistant 
secretary in 1930 and was transferred to 
the home office and subsequently was 
placed in charge of all group insurance 
sales. 

Mr. McDonald is an aviation enthu- 

siast, who has had extensive experience 
as a pilot and as a passenger has flown 
200,000 miles in the course of his busi- 
ness travels. 
The Metropolitan has done business 
Canada since 1872. The head office 
in Ottawa was opened in 1924 as a 
means of further improving service to 
policyholders. At the time several hun- 
dred clerks and many tons of records 
were moved from New York City to Ot- 
tawa. The clerical personnel was re- 
placed by Canadians rapidly as re- 
placements could be trained. In 1927, 
the present head office building, opposite 
the Parliament buildings, was com- 
pleted. 


in 


as 





ROGERS ADVANCED 





NEW YORK—Glenn E. Rogers, 
manager of Metropolitan Life’s farm 
loan division since 1932, has been ap- 
pointed a third vice-president. To those 
who followed the TNEC investigation 
of life insurance Mr. Rogers’ appoint- 
ment will recall his exceptionally able 


analysis and presentation of the farm sit- 
uation, not only as applying to life com- 
panies but to the entire national econ- 
ony. 

Mr. Rogers has attained national dis- 
tinction for his able management and 
rehabilitation of farms which Metropol- 
itan acquired by foreclosure during the 
depression and for his method of help- 


ing working farmers acquire title to 
these farms. His methods have proved 
so successful that many of them have 


been adopted by other large owners of 
foreclosed properties and by govern- 
ment agencies in their search for a solu- 
tion of the farm management problem. 


Native of Illinois 


A native of Illinois, Mr. 
tended Iowa State College, receiving his 
degree in agriculture in 1912. From 
1913 to 1915 he served as county agri- 
cultural agent for Washington County, 
Minn. Then, to learn the financial end 
of farming he went with the First Na- 
tional Bank of Stillwater, Minn., in 
1916 and with the Federal Land Bank 
in St. Paul in 1917. From 1918 to 1922 
he was with the Wells Dickey Com- 
pany, a Minneapolis bond and mortgage 


Rogers at- 


house. In 1923 he became vice-president 
and director of the Capitol Trust & 
Savings Bank of St. Paul. 

Mr. Rogers was made assistant man- 
ager of the Metropolitan’ s farm loan di- 
Vision in 1924. In 1932, following the 
death of Manager Frank Bashore, he 
was made manager. By that time the 
depression was in full swing. Farm in- 
come in general had dropped from a 
peak of more than $16,000,000,000 in 
1919 to a low of $5,000,000,000 in 1932, 
while the valuation of the country’s 
farms had decreased from a high of 


$78,000,000,000 to a low of less than haif 
this, in the same period. 


Gave Farmers Opportunity 


Faced with this situation, Mr Rogers 
formulated a policy of giving the farm 
ers who had borrowed money on mort 
trom the Metropolitan every op- 
portunity of working out their problems 


Rages 


Thus, instead of exercising its rights 
under the law, the Metropolitan ob 
served the principle of leniency on farm 
loans. Mr. Rogers built up an organi 


zation of men acquainted woh “the farm 
ers’ problems, who could give advice 
and help not only on the financial end 
but also on the best methods of making 
the farms productive. The Metropol 
itan’s main object was to retain good 
farmers on the land so that the com 
Panv would not have to take it over. 

Nevertheless, the Metropolitan was 


forced to acquire considerable farm 
property through foreclosure. Mr. Rog- 
ers and the organization he had built up 
had the problem of rehabilitating the 
farms, making them productive where 
they had been allowed to run down; 
repairing old buildings or replacing 
them new where necessary, and of mod- 
ernizing the living quarters on the farms 


taken over. In disposing of these ac- 
quired farms Mr. Rogers adopted the 
plan where possible of putting them 


again in the hands of the original own- 
ers on the easiest possible terms and of 
giving help to these owners in the man- 
agement of their farms through his or- 
ganization. The number of farms that 
has been sold without loss to the com- 
pany is evidence of the success of this 


RECORDS 


Northwestern National Life—Septem- 
ber sales of new ordinary insurance ex- 
ceeded those for the same month of 1939 
11 percent, marking the fourth 
— e month in which the new 

vritten business has shown a substantial 
imcrease Over a year ago. The September 
total brings the gain in written business 
for the first nine months to approxi- 








1h 
DY 


mately 10 percent. 

Ohio State Life—Willard Morris, 
Westerville, O., ranked first in a two- 
week campaign in which written busi- 
ness increased 14 percent. Mich Nas- 


sar and Charles Spat fore of Pittsburgh 


were second and third. 

State Mutual Life—The gain in pai 
for business in the eighth 
consecutive monthly increase shown this 
year, has brought the total paid-for in- 
crease for nine months to 25.48 percent. 

Topped by the G. F. Robjent office, 
Boston, leading general agents for the 
month were, next in order: J. B. Clark, 
Boston; G. H. Moore, 


> 


September, 


Pittsburgh: R 


M. Halgren, Indianapolis, and Guy A. 
Reem, Detroit. as 
For the nine months the Chicago 


Caperton office holds No. 1 position, and 
is followed in order by Boston Robjent; 
New York Young; Boston Clark, and 
by the William H. Van Sickler office, 
. Louis. 

A. Hasek, National Life of Vermont, 
City—September was the 
history with a 40 percent gain. 


30 percent ahead for the 


ef 
Kansas 
month in 
The agency 
year. 


best 





is 





McCormack to Give Two Talks 


NASHVILLE — Commissioner Me- 
Cormack of Tennessee, the chairman 
of Zone 3 of the National Association 
of Insurance Commissioners, will sub- 
stitute for President John C. Blackall, 
Connecticut, in extending greetings to 
the American Life Convention in Chi- 
cago Oct. 7. From Chicago he goes t 
Dallas where he is scheduled to address 


the National Securities Commission 
Oct. 8-10 on “The Sale and Regulation 
ot Securities Sold on the Installment 
Plan.” 


Opportunity in Small Towns 
Although the age 
may feel that the big city 
more possibilities for getting 
ACCOr rding to the government consumer 
the cost of 


nt in the small town 





pur laser survey, rent, food 
and transportation declines more rapidly 
than income as the size of the city de- 
creases, so that those who live in small 
ities have larger budgets available for 
other items. The average New York 
family that has a $1,500 income has 
$395 left for other needs compared to 
$484 for similar families in Chicago, 
$655 in six large cities, $697 in 14 
middle sized cities and $799 in 29 small 
cities. 

To the agent who must secure insur- 


ance premiums from money left over for 
actual living expenses, the smaller city 


offers the greater opportunity. 








HE EMBLEM of a strong, enduring life 
insurance company which for 73 years has ad- 
hered to principles of justice and friendliness. 
Well directed and soundly managed, the pro- 
tection the Equitable of lowa provides to policy- 
holders and their families is 


Outstanding by Any Standard of Comparison 


EQUITABL 
LIFE 0/1OW 


HOME OFFICE + DES MOINES 








2/ 


{|| actuaries 


CALIFORNIA 























Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 
582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


| 
i 
| 
} 
} G 
} os 
j 
} 
L 














ILLINOIS 
WALTER C. GREEN 


ctuary 








Consulting < 
Franklin 2633 


211 W. Wacker Drive, Chicago 














DONALD F. CAMPBELL 


and 


| DONALD F. CAMPBELL, JR. 
Consulting Actuaries 
10@ N. La Salle St. Chicago, Illinois 
| Telephone State 1330 

















HARRY S. TRESSEL 


Certified Public Account 
Actuar} 
| 10 S. La Salle St., Chicago 
Associates 
M. Wolfman, A. A. I, A. rank 02 
N. A. Moscovitch, Ph. D 
L. J. Lally 














INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
| FRANK J. HAIGHT, President 


Indianapolis—O maha 














HARRY C. MARVIN 

Consulting 
221 E. Ohio St. 

| INDIANAPOLIS, INDIANA 


Actuary 











NEW YORK 


tf 
| Established im 1865 by David Parks Fackler 


FACKLER & COMPANY 


| c 
5 








ctuartes 
Robert O. Holran 
New York City 


msulting A 
Edward B. Fackler 
8 West 40th Street 











—— ———_—_———_ 


Consulting Actuaries 
{uditors and Accountants 


S. H. and Lee J. Wolfe 


} r 


A 


+ ran 


New York, N. 'Y. 


¥ uliam 








116 John Street, 





PENNSYLVANIA 


FRANK M. SPEAKMAN 








INSULTING ACTUARIES 
Associates 

Fred E. Swartz, C. P. A. 

E. P. Higgins 
| oe BOURSE 


PHILADELPHIA | 

















28 


HieNATIONAL UNDERWRITER 


October 4, 1940 








POLICIES 


Family Maintenance 
Policies Being Issued 


Che Midland Mutual has announced a 
new series of policies to be known as 
the “family maintenance” contracts. 
They are issued on three plans: the 10 
year plan, the 15 year plan and the 20 
year plan. Each has a separate schedule 
of guaranteed values. These policies are 
similar to the family maintenance con- 
tracts issued by a number of other com- 
panies They combine a_ sufficient 
amount of level term insurance with 
each $1,000 of ordinary life insurance, 
with the result that the beneficiary will 
receive a monthly income for 10, 15 or 
20 years following the death of the in- 
sured if such death occurs during the 
period of the term insurance. The 10 
year plan provides income for 10 years, 
the 15 year plan for 15 and the 20 year 
plan for 20. The face amount is payable 
one month after the last income pay- 
ment. The face amount of policy is also 
payable if the death of the insured occurs 
after the term insurance period. Divi- 
dends will be the same for all three plans 
and will be approximately equal to those 
paid under the present “family provider” 














a in. Sample premiums: 

All Plans 

after 

Family 

Main- 

tenance 

Age 10 Yr. 15 Yr. 20 Yr. Period 
0 $25.13 $25.47 $21.71 $17.58 
25 28.038 25.95 23.98 19.66 
] SPA oe 32.23 29.38 26.95 22.3 
| ae ee 38.61 34.53 51.19 25.72 
SOOT 48.20 42.21 37.40 30.20 
034 ch0e58 62.25 53.48 46.37 36.19 
| See aees 69.91 59.39 44.356 
SS asuees > > 78.07 55.56 


Mutual Benefit Annuity Rates 


New schedule of annuity rates for the 
Mutual Benefit went into effect Sept. 25. 
This is the latest so-called standard table 
which has been adopted by several of the 
larger companies during the past few 
months. The Mutual Benefit is continu- 
ing to confine its annuity options to 
straight life and the cash refund type. 
In addition to these regular plans, the 
company offers joint and survivor annui- 
ties on the whole life basis and deferred 
annuities. under which the income begins 
at ages 55, 60, 65 and 70. The deferred 
annuities may be issued with cash refund 
provisions or without refund. 


Baltimore Life's Sevsitiion 


The Baltimore Life announces the ex- 
tension of its ordinary coverage to ju- 
venile risks from insurable ages 1 to 9. 
Twenty payment life and endowments at 
ages 17, 18, 19, 20 or 21:are issued on 


the participating basis. For an extra 
premium, “payor insurance” may be 
added to the basic policy to provide 


waiver of premium in the event of the 
death of the premium payor, usually the 
father. 


Postal Union's New Forms 

Postal Union Life has a new series 
of family group policies, on annual or 
semi-annual premium bases, with double 
indemnity for the parent controlling the 
policy, and covering from birth to age 
60. There is also a similar policy on a 
monthly premium basis. 

Industrial policies are now offered in 
units of $250, $500 and $1,000, written 
on a monthly premium basis. 


Use of Declarations Criticised 


TORONTO — Use of declarations 
which are not filed with the insurer to 
alter beneficiary provisions was criticised 
by Superintendent Garrett of British 
Columbia in a-report as chairman of 
the Canadian Insurance Superintendents’ 
standing committee on life insurance 
legislation. The present practice of not 
requiring such declarations to be filed 
with the insurer is contrary to the best 
interests of all:concerned, he said. 


Comprehensive Plan to 
Locate Federal Tax Answers 


The Diamond Life Bulletins Service 
has produced a comprehensive but ex- 
ceedingly simple plan to locate answers 
to almost any federal tax problem, called 
the “Tax Finder System,” which is sup- 
plied to subscribers in loose-leaf form, 
with monthly corrections to keep the 
system up to date. This system has 
also been put out in pocket-size book- 
let form for distribution to agency 
members and as good will gift to bank- 
ers, trust officers, attorneys, C.P.A.’s 
and prospects or policyholders of means. 


Indexed Under Three Heads 


Every federal tax problem, relating to 
life insurance which has come up in the 
editorial offices of “The Diamond Life 

3ulletins,” has been alphabetically in- 
dexed under the three main heads: Fed- 
eral income tax, federal estate tax and 
federal gift tax. Simply turn to one of 
these indexes and pick out any item. 
Then refer to the numbered paragraph 
opposite the question or questions 
where you will find concise answers. 
Suppose one wants to go further and 
look up the section of the tax law, the 
article in the regulations or the court 
cases bearing upon a particular point. 
Such a situation has been provided for. 
Under each answer are references to 
exact pages in the tax volume of “The 
Diamond Life Bulletins” and to the vel- 
low sheet of “Cases and Comments,” 


where Albert Hirst, distinguished attor- 
ney of New York City, discusses the 
leading cases. 


It is said that by means of this finder 
system actual stop-watch tests show 
that the answer to almost any federal 
tax problem can be found in less than 
one minute, a fraction of the time re- 
quired with other systems or services 
now available. 


Japanese Company Report 
Is Illuminating 


The annual report of Nippon Lite of 
Osaka, Japan, which has been received, 
contains an interesting foreword that 
casts some illumination on the current 
Japanese attitude. 

“Touching upon the general economic 
situation in this country during the year 
1939,” the foreword states, “we see an 
increase in the quantity of currency and 
the rising of commodity prices. The 
restrictions upon the consumption by 
the public of commodities in general 
were extended and tightened. Also vari- 
ous provisions of the general mobiliza- 
tion law were put into practice succes- 
sively. Thus the appearance of the 
general living conditions began to be col- 
ored by the long drawn out war. 

“On the other hand, troubles among 
the European powers during the last 
few years ended at last in a declaration 
of war by England and France on Ger- 
many, and international relations became 
exceedingly complicated and delicate. 
However, the Japanese government 
made it clear immediately that it in- 
tended to go straight toward the settle- 
ment of the China affair without inter- 
fering in the European complications. 
The business world supported this pol- 
icy and on the whole remained calm, and 
determined to cause the country no 
anxiety ‘behind the guns,’ so that it 
might be able to carry on the war while 


coping with complicated international 
situations. 

“Meanwhile, the life assurance com- 
panies made an effort not only to co- 
operate along the lines of the national 
policy in various forms, such as stabiliz- 
ing the living of the public ‘behind 
the guns’ and holding a large amount 
of government bonds, but also to empha- 
size to the public the necessity of na- 
tional saving as one wing of the ten bil- 


lion sav ings campaign.’ 





Congressional Group Hears 
Union Central Liie Experts 


LINCOLN, NEB.—Glen A. Bryant, 
assistant vice-president of Union Cen- 
tral Life, and B. G. DeWeese, director 
of farm management, were witnesses 
here before a congressional commit- 
tee that is holding hearings in various 
sections to ascertain particularly why 
certain areas of farm production have 
lost heavily in the number of men re- 
maining upon the land. Before the com- 
mittee came to Lincoln it had asked In- 
surance Director Smrha to name two 
life companies that had taken over con- 
siderable amounts of farm lands in Ne- 
braska in mortgage foreclosures, and 
the committee chose Union Central. 

Both witnesses agreed that migration 
of farm families in the middlewest and 
their inability to establish permanent 
tenure on the land were due to crop 
failures caused by drouth and poor soil 
management; too heavy obligations in- 
curred in times of easy credit that could 
not be carried with declining income; 
insufficient backing to obtain proper live- 
stock to rebuild herds rapidly; broken 
morale; poor housing conditions: too 
short term leases; too small AAA al- 
lotments; farm owners returning from 
previous retirement to operate their own 
lands; better farmers forced by low 
crop prices and allotments to operate 
more land to increase their volume of 
business so they can spread overhead 
and equipment investments and main- 
tain their standard of living. 

Asked for their opinion as to what 
practical methods will strengthen farm 
tnure, they listed these: Better hous- 
ing facilities to make farm homes more 
attractive to voung and old.+which can 
be accomplished by FHA extending to 
farm home construction and improve- 


Conventions 


Oct. 7-10—American Life Convention, 
Edgewater Beach Hotel, Chicago. 

Oct. 14-16—Life Advertisers Associa- 
tion, Hotel Washington, Washington, 


DD. 76: 

Oct. 29-31—Research Bureau-Life Of- 
ficers Beoeeatrem, Edgewater Beach Ho- 
tel, Chicag 

Oct. 30- en 1—Actuarial 
America-American Institute of 
White Sulphur 





Society of 
Actu- 


aries, Greenbrier Hotel, 
Springs, W. Va. 

Dec. 2-4—National Association of In- 
surance Commissioners, Pennsylvania 
Hotel, New York Cty 

Dec. 4—Institute of ‘Life Insurance an- 


nual “meeting, Waldorf Astoria, New 
ork. 

Dec. 5-6—Life Presidents Association, 
Waldorf-Astoria, New York City. 








ment the benefits of government-insured 
loans; longer term leases under which 
the tenant pays only for used por- 
tions of permanent improvements and 
the landlord is paid for damages caused 
by negligent use or misuse of property; 
reduction of local taxes by consolidation 
of local government units, with federal 
aid to rural school districts; changes in 
school textbooks that exalt the soldier, 
statemen and industrialist and leave the 
big farmers and agricultural scientists 
who have uncovered new methods un- 
mentioned; that because of the fact that 
few rural scholars enter high school and 
college, teaching in rural schools should 
include good farming practices, methods 
of marketing, financing and community 
activities to make life more enjoyable. 


Can Write Auto Liability 

ST. PAUL—Life companies are en- 
titled to write automobile public liabil- 
ity in Minnesota due to an established 
custom acquiesced in by the department, 
Commissioner Yetka was told by E. A. 
Devitt, assistant attorney general, in an 
opinion rendered upon request. The 
commissioner had questioned the right 
of the Travelers to write this coverage 
in the state which it has been doing 
since 1921. Some other companies also 
are affected. The opinion stated the 
Travelers since 1925 has been specific- 
ally authorized to write automobile lia- 
bility among a variety of lines, and be- 
gan to write liability in Minnesota in 
1921 with the express sanction and ap- 
proval of the commissioner. 
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LEGAL RESERVE FRATERNALS 





Societies Show Loss 
of Total in Force 


A net loss of $18,316,407 insurance in 
force in 1939 in member societies of the 
National Fraternal Congress was re- 
ported by the committee on state of the 
orders and statistics at the annual meet- 
ing in Baltimore. The total in force 
Dec. 31 was set at $5,172,593,391. Adult 
insurance totaled $4,804,344,668 and 
juvenile $368,248,723. Adults lost $27,- 
987,257 and juvenile gained $9,670,850. 
There was a total gain of 16,482 mem- 
bers, of which 15,460 was in the adult 
department and 1,022 juvenile. 

Member societies wrote $428,302,425 
insurance in the year on 516,837 lives. 
The new business ‘production figures for 
the period 1935-1938 were: 1935, 654,615 
plese $451,098,113; 1936, 591,758, 
$432,773,536; 1937, 528,102 members, 
$380,562,425; 1938, 517,611 members, 
$415,987,604. The 1939 figures appear to 
indicate the societies are selling larger 
average policies as new members de- 
creased in 1938 but new business in- 
creased about $12,300,000. 

Average Certificate Increases 

The average certificate in force has 
been increasing steadily in the last five 
years, the report shows, from $942 
adult and $383 juvenile in 1935 to $1,003 


adult and $448 juvenile in 1939. Mem- 
ber societies’ total income was $186,- 
403.141 including $8,264,335 first vear 


premiums, $124,917,434 other premiums 
and fees, $47,836,007 interest, dividends 
and returns; $11,316,461 miscellaneous; 
$3,964,874 profit on sales and adjustment 
of book values. Premium income in- 
creased about 2.6 percent and interest, 
dividends, returns and other income 7.2 
percent in the year. 

The N.F.C. societies disbursed $138,- 
456,040, of which $73,386,930 was death 
claims, including double indemnity; $4,- 
362,670 disability, sick and 
claims: $4,869,162 refunds: $3,684,886 
other benefits; $37,674,725 expenses and 
$14,477,667 reserve withdrawals. 

The societies’ gross assets were $1,- 
137,072,347, the non-admitted assets 
amounting to $40,342,149. The net as- 
sets of $1,096,730,198 included real es- 
tate $108,150,160; mortgage $129,723,402; 


bonds $745,589,.364: certificate loans, 
$88,827,302; cash, $35,261,158; accrued 
interest $12,034,264 and other assets 


$17,486,697. 
Real Estate Holdings Rise 


A table of percentage distribution of 
gross assets shows real estate has risen 
slightly, mortgages decreased about 2% 
points, bonds increased over 3 points, 
certificate and premium loans increased 
over 1 point since 1935. The amount of 
real estate held has decreased slightly 
in the last year and mortgages and 
bonds, the bulk of investments, re- 
mained about the same. Certificate loans 
have shown a steady increase. 

There are now 85 societies in the 
congress. E. H. Pakes, actuary Wood- 
men Circle, Omaha, was chairman of 
the committee which prepared the re- 
port. 


Fraternal Congresses to 
Hold Annual Meetings 


A number of state fraternal con- 
gresses have their annual meetings 


scheduled for the near future. The Iowa 
congress will meet for two days in Des 


Moines, Oct. 25-26. Miss Margaret 
Hazel, state juvenile director Ben Hur 
Life, is president and G. M. Bird, sec- 


retary-treasurer. The Pennsylvania con- 
gress will meet in Pittsburgh Oct. 30- 
Nov. 1. Miss H. Orma Chamberlain, 
Royal Neighbors, is president. The Mis- 
souri congress will meet Oct. 24-25 in 
St. Louis. Jones Parker, Maccabees, is 
president. The Indiana congress’ annual 
meeting will be held in Indianapolis, 


accident * 


Nov. 15-16. A. O. Benz, president Aid 
Association for Lutherans and president 
National Fraternal Congress; O. E. Ale- 
shire, president Modern Woodmen, and 
F. E. Hand, head of Independent Order 
of Foresters, Toronto, will be on the 
program. 

The Alabama congress at its annual 
meeting in Birmingham elected H. G. 
Clark, Jr., of that city, Life Insurance 
Society of America, as president; H. S 
Shirley, Birmingham, Preferred Life, 
first vice-president; T. H. Penton, Birm- 
ingham, Praetorians, second vice-presi- 
dent; Mrs. Dixie Norsworthy, Mont- 
gomery, Woodmen Circle, reelected 
secretary-treasurer. The 1941 meeting 
will be held in Birmingham in August. 
Superintendent Julian of Alabama spoke 
and also Mrs. Ethel Holiway, treasurer 
Woodmen Circle, and Jones Parker, 
Maccabees, St. Louis. 


North Star Benefit Issues 
New Series of Contracts 


A new series of legal reserve life poli- 
cies has been brought out by North 
Star Benefit of Moline, Ill. These in- 
clude 5 and 10 year term convertible to 
any other form or renewable without 
medical examination prior to age 55, or- 
dinary life endowment at age 85, modi- 
fied whole life, “family unit protector,’ 
which is a family group policy in mini- 
mum amounts of $1,500 and with mini- 
mum insurance on an individual life of 
$250, and a series of “assured coupon 
savings” policies. The latter include 20 
year endowment, endowment at age 85, 
20 payment endowment at age 85 and 
“star thrift provider” forms. There are 
also a number of juvenile policies. 

The new contracts have cash, loan, 
paid-up and extended insurance values, 


and optional settlements. Illustrative 
rates per M at quinquennial ages are: 
Mod. oO. L. Fam. 
W hole End Unit Term Plans 
Age Life at 85 Prot. 5 yr. 10 yr. 
20 $13.20 $17.52 $17.47 $ 9.59 $ 9.75 
25 14.34 19.53 19.46 9.95 10.18 
30 16.16 22.09 21.99 10.45 10.80 
35 18.21 25.40 25.27 11.21 11.78 
40 21.50 29.78 29.58 12.45 13.41 
45 25.33 35.68 35.38 14.60 16.43 
0 30.50 43.76 43.30 18.70 21.88 
55 54.93 54.18 25.89 wae 
60 . 70.67 69.29 a 
Assu. Coup. Savings Polici ies 
20 P. 20 P. End. 
End. 85 End. at 85 
Ann. Coup. Ann. Coup. Ann. Coup. 


Ag. prem. sav. prem. sav. prem. sav. 
20 $28.08 $10.56 $48.95 $31.43 $21.98 $4.46 


25 30.38 10.85 49.49 29.96 25.26 5.73 
30 33.17 11.08 50.27 28.18 29.61 7.52 
35 36.63 11.23 51.61 26.21 35.60 10.20 
40 41.05 11.27 53.78 24.00 44.22 14.44 
45 46.88 11.20 57.37 21.69 57.37 21.69 
50 54.71 10.95 63.05 19.29 80.86 37.10 
95 «665.28 10.35 71.51 16.58 mata 
60 79.09 8.42 83.04 12.37 


Fidelity Life Convention Is 
Held in Minneapolis 

All officers of Fidelity Life of Fulton 
were reelected for four year terms at the 
supreme lodge session held in Minne- 


apolis. W. C. Below is president; F. 
W. Hough, secretary, both of Fulton; 
A. F. Schoch, Ottawa, IIl., treasurer; 


J. A. Riordon, Morrison, IIl., general at- 
torney, and Dr. C. M. Frye, Rock Falls, 
Ill, medical director. Honorary su- 
preme officers elected for four years 
were: May McFarland, Chicago, moni- 
tor; Abigail Milner, St. Paul, conduc- 
tor; Marian Rich, Lansing, Mich., 
warder; Kathryn Cahill, Janesville, 
Wis., sentinel. 

About 400 attended the convention, 
being welcomed by Mayor Hanson of 
Minneapolis. President Below pre- 


sided. B. W. Risse, 
nal department Illinois insurance de- 
partment; Frank Bowen, vice-president 
Stifel Nicolaus & Co., Chicago, and N. 
J. Williams, president Equitable Re- 
serve, Neenah, Wis., gave talks. Harold 
Allen, editor “Fidelity Topics” spoke on 
“Then and Now.” Secretary Hough 
was host to correspondents at a break- 
fast and presided over a round table 
discussion. Society officials on the pro- 
gram included E. L. Wolfe, chief ac- 
countant; Howard Gallagher, supervisor 


supervisor, frater- 


certificate loan department, and Ruth 
Roof, supervisor conservation depart- 
ment. 


A. R. Colvin, general sales manager, 
was host to field representatives at a 
dinner which was followed by a short 
sales program. R. D. Taylor, Cedar 
Rapids, Ia., actuary, described a new 
certificate being issued. W. T. Wilker- 
son, Wichita, spoke on .“Industrial 
Competition,” and J. A. Fladger, Wich- 
ita, on “Rackets in Life Insurance.” 

It was announced the annual sales 


school will be held in Chicago Dec. 
16-17. 


Report on Cuneo Fraternal 


The Illinois department has given its 
report on the Cuneo Printing Industries 
Employees Association, a fraternal, 224 
Grove street, Chicago. It writes life, 
sick and accident insurance. Its assets 
are $41,515. It has no certificate re- 
serves and its surplus is $41,184. The 
membership is limited to employes of 
the Cuneo Printing Industries between 
the ages of 16 and 55 years, who have 
been in its employ not less than three 
months. 


Report on the Vikings 

The Illinois department has made a 
report on the Independent Order of 
Vikings, 157 East Ohio street, Chicago, 
a fraternal, as of Dec. 31. Its assets 
are $873,385, certificate reserve $652,211, 
surplus $201,617, solvency ratio 112.59 
percent. Of its assets 55.8 are in real 
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FIFTY-SEVEN YEARS 


@P ON JANUARY 5, Modern Woodmen of America 
rounded out fifty-seven years of faithful 
life insurance service to members and 
beneficiaries. During this long period 
the Society has disbursed in excess of 
$610,000,000 in death and cash benefits. 
All claims are paid with a promptness 
equaled by few life insurance organiza- 


@p MODERN WOODMEN OF AMERICA has always 
fulfilled its mission of human helpfulness. 
It has disbursed thousands of dollars in 
cash for the relief of distressed members 
throughout the United States. 
than | 1,000 members have been treated 
free of charge at its tuberculosis Sana- 
torium in Colorado. 
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MODERN WOODMEN OF AMERICA 
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THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
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Total Benefits Paid.. 


Insurance in Force.......$206,079,427.00 


snesceanensececes Eee 
....-8 22,782,624.00 


All standard plans of legal reserve life 
insurance protection for men, women and 
children. 


Arp ASSOCIATION for LUTHERANS 


The largest legal reserve life insurance organization 


exclusively for 


Synodical Conference Lutherans. 


Appleton, Wisconsin 


Alex. O. Benz, Pres. 


Otto C. Rentner, Vice-Pres. 


Wm. H. Zuehlke, Treas. 
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estate, 41.9 in mortgage loans, 12.8 on 
bonds and stocks, 2.1 in cash. The chief 
operating officer is Erik Thulin, grand 
secretary. It received from members 
last year $77,107, its total income be- 
ing $151,059. It paid in benefits $44,- 
808, the total disbursements being 
$130,269. It has in force $3,332,676. 


United Polish Women’s Report 


The Illinois department issues its re- 
port on the United Polish Women’s of 
America, a fraternal with head office at 
1200 North Ashland avenue, Chicago. 
The examination is as of Dec. 31. Its 
assets are $136,298; reserve, $175,514; 
Habilities, $183,207; deficit $46,909; ratio 
of solvency 73.5 percent. Mortgage 
loans are 17.2 percent of the assets, 
bonds and stocks, 34.2 percent; cash, 
55.2. The department finds that its 
claims are settled in accordance with the 
contracts. It received from members 
last year $76,747, total income being 
$80,012. Death claims were $36,666 and 
total disbursements $50,000. It has in- 
surance in force, $2,439,500. 


Report on Catholic Guard 


rhe Illinois department has made its 
report of examination of the Catholic 
Guard of America, a fraternal with 


home office at 4857 Berenice avenue, 
Chicago. Its assets were $48,726 as of 
Dec. 31, reserve $6,311; total liabilities 
$6,426, deficit $13,700; solvency ratio 
77.3. Real estate is 22.4 percent of as- 
sets, mortgages 45 percent, bonds 8.1 
percent, stocks, 19.8 percent; cash 15.8 
The report says the deficit in the ex- 
pense fund has existed for a number of 
years. The report finds that its claims 


are adjusted in accordance with its con- 
tracts. Chief salaried officer is Supreme 
Secretary W. M. Berg. It operates only 
in Illinois. Receipts from policyholders 
last vear were $6,184, total income being 
Death claims were $5,500 and 
disbursements $7,093. 


$8,968. 
total 


N.A. L. U. Sienting 
Outstanding Event 


(CONTINUED FROM PAGE 3) 


‘angements under the chairmanship of 
General Agent Millard Orr of the 
Massachusetts Mutual Life. The com- 
mittee seemed to have thought of every- 
thing in advance and handled all details 
so smoothly that anyone ignorant of the 
vast amount of such work that a local 
committee must handle would not have 
realized what was going on. The stag- 
ing of the general sessions with prelimi- 
naries by local musical aggregations 
proved a popular touch. Another was 
having “Miss Hospitality,’ who made 
such a favorable impression at St. Louis 
last year in helping get the convention 
for Philadelphia, make the introductions. 
Harmony Prevailed 

There was a complete absence of fac- 
tional differences among the delegates. 
This was in no way due to apathy nor 
to sidestepping important issues. The 
convention dealt realistically with such 
vital problems as agents’ compensation, 
on which it adopted a constructive and 
progressive resolution. The present na- 
tional emergency may have had some 
effect in swinging minds away from 
minor differences of opinion but in the 
main the harmony that reigned would 
prevailed even if there had been 
no critical situation facing the nation. It 


have 


was evident that the National associa- 
tion has made real progress toward 
fundamental unity of purpose. Much 





for this must go to C. J. Zimmer- 
1, the retiring president. There were 
favorable comments on the 
magnificent job he did in presenting his 
presidential report and for his piloting 
he association during the last year. 

\nother feature about which there was 
uch favorable comment was the con- 








-o 1 
umerable 


eption and handling of the American 
College hour in the general session. 
Numerous agency department officers 


were on hand from the home offices 
and nearly a score of company presi- 
dents. The number of company chief 
officers exceeded that at any previous 
convention. Partly responsible for this 
was the Huebner dinner and the number 
of life companies located in Philadelphia. 

The only feature of the entire conven- 
tion which met with any criticism was 
the talk of Lowell Thomas. There was 
quite a general feeling that Mr. Thomas’ 
abbreviated talk, which consisted almost 
entirely of kidding the previous speaker, 
General Agent L. E. Simon of the 
Massachusetts Mutual in New York 
City, constituted a rude and unsports- 
manlike means of showing his irritation 
at the program’s having taken so long 
that his spot as closing speaker left him 
little time. 


Not Moved by Peeve 


while the content of Mr. 
speech may have rubbed his 
listeners the wrong way, it was in no 
Way motivated by irritation at having 
been kept waiting, for he himself was 
delayed and did not arrive backstage 
until about ten minutes before he ap- 
peared on the platform. His familiarity 
with the preceding speaker’s talk made 
it seem as if he had spent the entire 
time taking notes but the reason he knew 
what Mr. Simon had said was that he 
lifted his m anuscript as they passed each 
other in the wings. Mr. Simon, who 
was aware that Mr. Thomas’s remarks 
were not due to peeve at having been 
kept waiting, took the “ribbing” in good 
part. 

The ceremony of inducting into office 
the new officers and trustees was par- 
ticularly impressive, inasmuch as_ the 
oath was delivered by Judge Robert 
Bolger of the orphans’ court in Phila- 
delphia. 


Actually, 
Thomas’ 


Registration Widely Distributed 


Final registration was 2,111, represent- 
ing 69 companies and coming from 45 
Dominion of Canada and 
There were 139 


states, the 
Central America. 
women delegates. 

At a meeting of the officers and trus- 
tees early in the week, a check was made 
as to the amount of life insurance they 
carried. The average was found to be 
$172,000. It was then decided to make 
a similar check of the first 1,500 dele- 
gates registered. President Zimmerman, 
who announced the results of this survey 
at the fellowship luncheon, asked three 
association leaders seated at one or the 
other of the head tables to guess the 
average amount. The guesses were 
$40,000, $21,000 and $28,000. 

The average as shown by the survey 
was then announced as $78,000 or an 
aggregate for the 1,500 delegates of 
$110,798,258. 

The fellowship luncheon the final day, 
inaugurated in Denver three years ago, 
has grown steadily in interest and im- 
portance and the attendance this year 
was by all odds the largest so far. 

In presenting the distinguished guests, 
President Zimmerman first introduced 
his father and mother, who were seated 
at one of the tables directly in front of 
the speakers table, and then Mrs. Harry 
T. Wright, wife of the new president, 
saying that she was going to have to 
make some real sacrifices for the Na- 
tional association this vear. 

Others introduced included the Phila- 
delphia committee chairmen and mem- 
bers of the general convention commit- 
tee, “Miss Hospitality,’ Paul Sanborn, 
program chairman, the present trustees, 
retiring trustees and officers and the past 
presidents, whom President Zimmerman 
referred to as the “elder statesmen,” but 
later said he felt he should use some 
other term, as he was about to join the 
group. 


Less Traveling for President 


presented were the 
President-elect 


Last of those to be 
newly elected officers. 
Wright spoke rather briefly, praising the 
administration of Mr. Zimmerman and 
expressing the hope that he might follow 
in the steps of those who have preceded 
him. He said it had ben decided at con- 


ferences in Philadelphia that the amount 
of traveling required of the president 
should be cut down and that the trustees 
hereafter will share the responsibility of 
visiting local associations. He said he 
was not going to make any announce- 
ment of his program at this time and 
that so far as possible all decisions would 
be made only after consultation with 
association leaders. 

A desk clock and a fountain pen were 
presented to Mr. Zimmerman with the 
suggestion that he might use the latter 
to “write his love letters.” He said he 
preferred to play safe and express his 
love personally. A plaque in recognition 
of his services to life insurance as a 
whole was presented to Holgar J. John- 
son, president Institute of Life Insur- 
ance, and a wrist watch to Robert L. 
Jones, retiring treasurer of the National 
association. 

Gen. Hugh Johnson Is Speaker 


Gen. Hugh S. Johnson was the speaker 
of the day. After a few characteristic 
stories and wisecracks, he launched into 
a vigorous defense of the capitalistic sys- 
tem and free enterprise. He declared 
that governmental control over business 
is already more than half way accom- 
plished in this country because of the 
high taxation, which is one form of 
government control. 

In the final awarding of door prizes, 
the automobile went to H. C. Norton, 
Sun Life of Canada, Philadelphia. M. J. 
Donnelly, Equitable Society, New Castle, 
Pa., former chairman Million Dollar 
Round Table, received a winter’s supply 
of fuel oil. 





Government Life 
Insurance Provided 
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of “cheap insurance,” the National As- 
sociation of Life Underwriters in the 
closing moments of its annual conven- 
tion at Philadelphia called upon Con- 
gress before the bill was passed to 
“adopt a measure which will give real 
protection to the manhood of the na- 
tion it asks to serve in today’s emer- 
gency.” no 

C. J. Zimmerman, retiring president, 
asserted that the act will put the gov- 
ernment still further in the life insurance 
business, this time in a manner in which 
it “would and could hide staggering 
losses from the taxpayers who will bear 
its burden.” 

The association also wired Milo J. 
Warner, newly elected commander of 
the American Legion, urging the legion- 
naires to join it in a vigorous protest 
to Congress. 


N. A. L. U. Offered Plan 


The convention went on record early 
in the week as insisting the government 
issue to all men in the service without 
cost to them a certificate of indemnifica- 
and also 


tion against death, disability 
pension benefits as an honest method of 
giving each man and his dependents 


what they are honestly entitled to with- 
out taxing them for patriotism. This 
indemnification or “active service insur- 
ance’ would remain in force only so 
long as the man was in the service. Mr. 
Zimmerman contended that this cost 
was a legitimate part of the national de- 
fense program and asked that it be 
borne in its entirety by the government. 

“If it is legitimate national defense 
expenses for governmental agencies to 
issue to fancy pictorial magazines then 
it is certainly legitimate to protect the 
young men we are asking to serve the 
country today and their families,” he 
declared. 


New Bulletin Service on 
Operation of Agencies 


In line with the digest idea now being 
adapted to agency management prob- 
lems, the Diamond Life Bulletins Serv- 
ice is furnishing free to its general agent 
and manager subscribers, as a part of 


its salesmanship service, looseleaf bulle- 
tins to be filed in a ring binder, on re- 
cruiting, training, supervision, financing 
agents, motivating agents, office admin- 
istration, policyholders, agency budget 
and finance, prestige for agency and 
manager, developing territory, and char- 
acteristics of successful agencies. 

In a recent issue of this new publica- 
tion, G. B. Randolph, general agent New 
England Mutual, Cincinnati, tells “How 
to Set Up a Cost- Accounting System in 
an Agency and How to Operate an Agency 
at a Profit.’ In another issue, J. A. 
Ramsey, general agent Connecticut Mu- 
tual, Newark, regarded by his associate 
general agents as one of the most suc- 
cessful agency builders and motivators 
of young men, gives a detailed explana- 
tion of his training methods. C. P. Daw- 
son, general agent New England Mutual, 
New York City, explains how he gets 
men into permanent production rather 
than into quick production. 


Program for Actuaries’ 
Joint Meeting Announced 


(CONTINUED FROM PAGE 1) 
interest; (ii) modern mortal- 
preliminary term plan? 

the use of net cost 
tabulations and “dividend illustrations” 
whether based on current scales or 
“history” be limited or discontinued? 


(i) lower 
ity; (iii) 
(ce) Should not 


Nov. 1, Joint Session 


discussion. 
Clauses and Aviation 


Informal 

IV. War 
sion Riders. 

(a) What action has been taken or i 
contemplated in regard to war clauses? 
What specific hazards are excluded? 

(b) What difficulties have been en- 
countered in obtaining approval of pro- 
posed clauses by state authorities? 

(c) What reduced benefit should be 
allowed in the case of a death excluded 
by the war clause? 

(d) Should an aviation exclusion rider 
be attached to all policies in certain 
eategories? If so, what categories? 

Vv. Agents’ Compensation. 

(a) What improvements are possible 
or desirable in present methods of com- 
pensating agents? What new plans of 
agency compensation have been adopted? 
What has been the experience with such 
plans? 

(b) What are the reasons for and 
against establishing a pension plan for 
agents? What is the general basis of 
Plans now in effect or contemplated? 

VI. Optional Settlement Provisions. 

(a) Is the present situation satisfac- 
tory with respect to (i) the underlying 
interest and mortality factors and (ii) 
the restrictions adopted by the com- 
panies as to their use? 

(b) Is it practicable to eliminate the 
element of a guaranteed interest rate in 
connection with optional settlements? 


Exclu- 


s 
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N. J. Life Underwriters to 
Start Training Course 


NEWARK, N. J.—One of the most 
complete training courses in estate pro- 
tection, taxation and business insurance 
will open Oct. 9, under the direct super- 
vision of the Life Underwriters Asso- 
ciation of Northern New Jersey, at the 
University of Newark. The course will 
be open to all life men regardless of 
whether they are mmebers of the asso- 
ciation or not. 

Many interesting topics have been 
arranged, including problems in business 
insurance taxation, valuation of property 
for estate taxation, selling insurance for 
tax purposces, life insurance for the 
partnership, technical problems in stock 
purchase plans, insuring human _ life 
values in business, providing tax dollars 
through life insurance, the need for ad- 
vanced underwriting, the menace of 
forced liquidation and many others. 

Speakers will include C. J. Zimmer- 
man, W. N. Watson, L. G. Simon, W. H. 
Burns, C. P. Dawson, ‘C. A. Luft, C. D. 
Connell, Murray Rudberg, D. B. Ma- 
duro, and A. C. Clapp, deputy surrogate 
of Essex County, N. ] 





Give your agents a new viewpoint. 
Distribute Carroll C. Day’s “Little Red 
Wagons and Little Red Boots.” Send $1 
for eight copies to National Underwriter. 
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Effective Program Approach 
Is Presented by John Todd 


The agent’s job is to be a prophet of 
the future, John O. Todd, million dollar 
producer of H. S. Vail & Sons, Chicago, 
declared in outlining an effective, result 
getting approach in a telephone broad- 
cast to the Los Angeles Association of 
Life Underwriters from Philadelphia 
where he was attending the National 
association’s annual gathering. 

Because few men earning $5,000 to 
$10,000 per year have ever seen as much 
as $25,000 of their own money at one 
time, it is natural for them to think of 
their insurance by the amount it will be 
worth in one sum so they say sincerely, 
“I’m well insured, I don’t need any 
more,” Mr. Todd pointed out. 

“Our task is to help men to under- 
stand their objectives—for once these are 
understood, men’s minds naturally reach 
out to find a solution. And ‘a man is 
best convinced by reasons which he him- 
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self discovers’. 
Gives Him Benefit of Experience 


Mr. Todd goes before Mr. Prospect, 
with no thought other than to give him 
the benefit of a specialized experience 
which he will never have. He does not 
pose as a philanthropist, but he has 
found that by pushing all thought of a 
sale to the background, the sale is bigger 
when it comes, and it comes more often. 

With this mental attitude, the prospect 
is seldom reluctant to give a true picture 
of himself. When the attitude of the 
salesman is sincere, just a few words 
will suffice to lay his fear that his con- 
fidence may be abused. For example: 

“Mr. Prospect, it would be presumptu- 
ous on my part if I came to you, know- 
ing as little about you as I do, with the 
preconceived notion that you needed 
more life insurance. Indeed, life insur- 
ance may be the last thing on earth for 
you. 


Must Have Had Plan 


“In order for you to have attained the 
position that you have today, you must 
have had a fairly definite personal plan. 
However, it would be unusual if your ex- 
perience encompassed an intimate knowledge 
of more than one financial plan—your 


own. In my work I see dozens of plans 
in a year. 

“In studying the plans of other suc- 
cessful men like yourself, I acquire ideas 
which may be of value to you. If your 
present plan is the perfect one for you, 
then you will be glad to have me corro- 
borate it, but if it is not, you will be 
glad to discover the weaknesses in it 
before it is too late to remedy them. In 
either event, you will be awfully glad we 
spent the time to exchange ideas with 
each other. 


“Do you find it difficult to save money, 
or are you a natural saver?” 

With this approach Mr. Todd doesn’t 
have to ask for an interview, he is in the 
midst of one. Next he seeks to get the 
prospect to express his ambition in terms 
of dollars and cents. 


How Much Permanent Income? 


“Mr. Prospect, in order to feel that 
you have been a financial success, what 
percent of your present income do you 
feel it necessary to have as permanent 
income some day? 

“If for any reason you were to quit 
work tomorrow, what percent of your 
present income would be permanent? 

“How much does it cost you to live 
now? Would it be easy to cut those 
costs? 

“Tf you must have not less than 50 
percent of your present income some 
day, and if only 5 percent would now 
be permanent, is it fair to say that your 
problem is to accumulate in the time that 
remains an amount of capital which will 
produce 45 percent of your present in- 
come? 

“Under your present plan, do you 
know how long it will take to do that? 

“Suppose you don’t have time, would 
the need for the income be greater or 
less? 

Brings Up Parents’ Angle 


“Mr. Prospect, among your friends, 
have you any who have recently been 
saddled with the support of their par- 
ents? It’s a grilling situation, isn’t it? 
Men who have seen this close at hand 
tell me that the one thing they are most 


determined to do is to prevent this hap- 
pening to them. Now we both know 
that to live on $150 a month would re- 
quire some pretty careful planning, but 
it could be done, couldn’t it?” 

At this point Mr. Todd said he is pre- 
pared to give some study to the program 
itself, but even if the prospect’s situation 
is simple and clear to him it is not so 
simple to the prospect or he would 
already have found the solution. So in- 
variably Mr. Todd terminates the inter- 
view thus: 

“Mr. Prospect, I appreciate the con- 
fidence you have shown in me by your 
frank discussion of these problems and 
by giving me your ideas. I want to give 
some serious thought to the matter on 
my own time. If, as a result, I have 
some ideas which I think might be valu- 
able to you, I shall call you to arrange 
an appointment at your convenience, in 
order to lay them before you.” 


Gives Thought to Problems 


Then Mr. Todd gets out of his office. 
“Men like to know that you are giving 
thought to their problems, not just try- 
ing to make a sale,” he commented. 

After Mr. Todd has prepared a com- 
parison between the prospect’s present 
plan and his expressed desires, he then 
presents a program to him in a dramatic 
form, somewhat as follows: 

“Mr. Prospect, I’m going to give you 
the rare privilege of being your own 
executor. Suppose you were sitting down 
with your own widow to discuss her 
financial future. You would show her, 
as I have here, that the $25,000 of money 
she was to receive from the insurance 
companies would give her an income of 
$61.75 per month, without using any of 
her principal. Wouldn’t she say—But 
I can’t live on that?’ And wouldn’t you 
agree with her? 

“Then you'd say: ‘What is the least 
you could live on, Mary?’ And then 
you’d work out a budget for rent, in an 
inexpensive apartment, but not so inex- 
pensive that she wouldn’t want her 
friends to know where she was, food and 
clothing for the youngsters, laundry, 
telephone, light, etc., just as we did last 
week when we were talking about this. 
You arrive at $250 per month. Then 
you'd say, ‘Well, Mary, I guess you'll 
have to use part of your principal each 
month, as long as it lasts.’ 

“What would Mary’s next question be? 


‘How long will it. last if I use $250 per 
month? Then you'd tell her ‘9% years’ 
and she would say: ‘But then little Mary 
would be only 13 years old. What will 
I do then?’” 


Emotion Backs Up Reason 


In this method of presenting his prob- 


lem to him, as he looks at the cold 
figures, there will be much that will 
appeal to his reason, Mr. Todd said. 


But emotion will make him do what he 
wants to do, if reason is adequate to give 
him a chance to justify it. Thus in his 
own words and his own wife’s inevitable 
answers to his questions, he sees and 
feels and suffers with her—and before 
it’s too late. And the short comings of 
the $25,000 which a few minutes before 
seemed so adequate, hit him right be- 
tween the eyes. 

“Now, Mr. Prospect, by 30 years from 
now you're going to be 65 years old. 
There’s only one way to prevent that, 
isn't there? Suppose that today we had 
reached the year 1970 and you called me 
in and said, ‘John, I’ve worked hard for 
many vears, I’ve brought up my family, 
educated the kids, and I’m tired, and I 
want to have a little leisure. So I’m 
going to quit work, if I can afford it. 
Suppose I quit paying premiums and use 
my cash values to give me an annuity, 
what could I get?’ Then I’d tell you 
$75 per month, what would you say to 
that?” 


Gets Prospect to Suggest Plan 


The prospect's program has been sim- 
ply constructed around his own ideas. 
“We want now to have him tell us the 
best plan to solve his problems. And 
when he tells us the solution, he must 
act,” Mr. Todd pointed out. 

“Mr. Prospect, we have discovered 
what must be done in the way of capital, 
and we know that that capital must be 
completed in the time that remains. Do 
you know any method by which you can 
be assured of having the capital com- 
plete, whenever it is needed?” 

There is only one answer to this ques- 
tion but usually with the answer comes 
some protest. 

“Mr. Prospect, I’ve studied this thing 
pretty carefully, and so I may have gone 
pretty fast as we have talked about the 
plan. Would you mind tellng me briefly 
just what vou understand the plan does 
for you?” 

And whether it be a millionaire or a 





ing producers. 


using to close their business. 





A special “Information Please” program featured the “Million 
Dollar Round Table” session at the National Association of Life 
Underwriters meeting in Philadelphia last week with 12 members 
answering pertinent questions on sales methods asked by Chair- 
man Henry G. Mosler, Massachusetts Mutual Life, Los Angeles. 
A wealth of ideas covering various aspects of selling were brought 
out in the short direct-to-the-point answers by the country’s lead- 


These questions and answers are shown on page 7 of the second 
day’s issue of the National Life Dailies. 


The National Underwriter has reprinted the questions asked the 
“millionaires” with their complete answers in an_ attractively 
bound, 16-page booklet, made to fit a regulation No. 10 envelope, 
entitled “What Makes a Millionaire Successful?” 


No matter what other’ material you may be sending your agents 
don’t deny them the privilege of knowing what the top flight pro- 
ducers of the country are saying and the arguments that they are 
The sales methods used by these 
leading life underwriters must be good as proven by their records. 
Nowhere else will you find the complete answers to the argu- 


WHAT MAKES A MILLIONAIRE SUCCESSFUL? 


ments and methods used by the “millionaires” in a single publica- 


tion devoted to them exclusively. 


Every company, general agent and manager will certainly want 
to put one of these valuable booklets containing the sales ideas 
of the million dollar producers in the hands of every one of their 
agents. The questions, as well as the answers, are given in plain, 
everyday language and will be easily understood and appreciated 
by each person who receives a copy. 


Order a supply now. 
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filling station attendant, that one ques- 
tion will save hours of time, Mr. Todd 
said. No man can take offense at being 
asked to repeat, and few men can recite 
what the things are that such a plan does 
for him without selling himself as he 
outlines it. But most important, since 
his failure to buy is usually because he 
doesn't understand some point, his at- 
tempt to explain his understanding will 
quickly reveal that point of misunder- 
standing. 


Zimmerman, Seefurth Talk 


‘This simple method of programming 
will make clients out of our customers, 
and hence create centers of good will 
which will make men ready to do any- 
thing on earth for us—not only because 
they wish to repay what we have done 
for them, but also because they feel as 
if they were doing a favor to their friends 
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when they pass our service on to them.” 


C. J. Zimmerman, past president 
National association, also spoke via tele- 
phone on “What the association has 


done for the man with the rate book,” 
and N. H. Seefurth, Chicago, Tr 
“Streamline Underwriting, 1941 Model. 


S Y. Newcomb, Connecticut Mutual 
Life, commented on Mr. Todd’s ad- 
dress, pointing out that programming 


was only part of the work, that the unit 
sale was just as important, and then 
gave some simple examples of pro- 
gramming. 

A. C. Duckett, 
president Los Angeles C. 
commented on 10 ways to get better 
streamlining, particularly on tax mat- 
ters. He told the agents that when they 
were not sure about tax matters to call 
in a specialist. 

f G. Gastil, 
reviewed Mr. 


Northwestern Mutual, 
LU. chapter, 


Connecticut General, 
Zimmerman’s talk. 


New Life Agent Requirement 
in N. Y. Not Such Problem 


NEW YORK—Intensive 
of the center of influence method and 
the writing of letters to policyholders 
will bring in a sufficient number of po- 
tential new agents that the New 
York requirement for written examina- 
tions for new life agents is not so much 
of a problem, according to L. A. Cerf, 
Jr., general agent State Mutual Life, 
New York City. 

Mr. Cerf emphasized that there is 
nothing new about this system but suc- 
cessft il use of it depends on systematic 


application 


SO 


work. He has reduced his procedure to 
a system under which he depends mainly 
on 25 centers of influence. The most 


men and the best men come from these 
sources. The writing of letters brings 
in an occasional good candidate but 
most of them are obviously unsuited to 
he business. 


Limit Is 25 Centers 


Mr. Cerf has found that 25 centers of 


influence are about as many as he can 
handle. If one of these men proves to 
be unproductive of potential new agents 


he is crossed off the list and another and 
etter center of influence goes on the 
list. Mr. Cerf makes the initial call on 


all of these centers of influence and han- 
dles most of the followup work, though 
some of the latter is left to his assist- 


ants to keep up the contacts. He finds 
that it 1s not necessary to know the 
center of influence in advance although 


a good introduction helps a great deal. 
The best centers are personnel mana- 
gers of big concerns, particularly indus- 
trial and utility companies. 
Many of these officers have 
applications from good men of the 
ing type in greater numbers than they 
can _ utilize. Furthermore they are 
readily able to spot the selling type and 
Mr. Cerf believes that it is important to 
get a man with selling experience. 
“Selling life insurance is the toughest 
kind of selling there is,” he said. “Then 
why not get new men who know some- 


numerous 


sell- 


thing about what selling means and who 
have had experience so we don't have 
to teach them that part of it?” 

For this reason Mr. Cerf rules out 
men fresh from college unless they have 
had some successful selling experience 
while in college. So far he has run into 
relatively little trouble with the writ- 
ten examinations required under the 
new New York law but his experience 
has shown that in spite of a good back- 
ground of selling experience on the part 
of applicants it is better to take men 
who have had at least a high school 
education. Some men lacking this prere- 
quisite may have excellent selling ability 
and be able to acquire a good prac- 


tical working knowledge of life insur- 
ance but they lack enough academic 
training to acquire knowledge in the 


classroom and then pass an examination. 

Mr. Cerf feels that the examinations 
are not only unduly difficult but that 
many of the questions are worded in 
such fashion that it is not clear to the 
candidate just what the examiners had 
in mind. For example, one question 
was, “What are the four qualifications 
for insurability?” 


Pittsburgh Plans Courses 


The Pittsburgh C. L. U. chapter 
sponsoring a preparatory study course 
at the University of Pittsburgh. Part | 
will be given each Monday night until 
June 2 with F. J. Stevenson, Edward A. 
Woods Company, as instructor. 

Part II will be given Monday 
nings from Feb. 10 to June 2 with J. 
Davis, Massachusetts Mutual, 
structor. Part III will be given 
day nights until June 2. 


is 


CVC 
E. 
as in- 


Mon- 


Disadvantage of practicing what you 
preach is that you must put in so much 
overtime. 

Science is organized knowledge; in- 
surance is organized foresight. 





FACT FILE INFORMATION 


Widows—Number and Age Distribution 
Every year about 400,000 wives in the U. S. become widows, according to 


1936-1938 figures, the latest available. 


The largest number of new widows 


comes at the 55 to 59 age group with a maximum of 50,500 new widows each 


year. 
less than 55 years. 


The average age of widows at the death of their husbands is somewhat 
Practically one-quarter (100.000) are at ages under 45 with 


220,000 children under 16 dependent upon them. 


AGE OF 


Age of Wife 
at Death of 


WIVES ENTERING 


Number 
Entering 


Husband Widowhood 
I hie bing atcasekos 2,100 
DE ane bce s +0 sec ase eee 9,200 
1  _ Serre e ne 15,300 
NE 6 'b5.o 5's ib hina te cleat ak 20,200 
pn __ RRP SE Ret pee, 2. 26.100 
eT ee ee eee” 34,300 
RR ae raya eres 42,100 


WIDOWHOOD IN U. 
Age of Wife 


S. EVERY YEAR 
Number 
Entering 
Widowhood 


at Death of 
Husband 


31,300 
17,600 
9,000 
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Source: Metropolitan Life. 


Enthusiasm Essential to 
Successful Salesmanship 


DALLAS—Pointing to enthusiasm as 
the one essential ingredient of success in 
life insurance selling, B. N. Woodson, 
director of service Sales Research Bu- 
reau, outlined to the Dallas Life Un- 
derwriters Association four ways in 
which they should be enthusiastic about 
their business: 

“Tf a life man would be successful, he 
should develop a high degree of en- 
thusiasm about his job, or call it what 
you will, courage, personal conviction or 
dominant attitude,’ he said. “He should 
be enthusiastic about the institution of 


life insurance, enthusiastic about his 
company, enthusiastic about the job of 
selling life insurance and enthusiastic 
about the service of life insurance. 

“And there is every reason for a 
strong feeling of enthusiasm in these 


four phases,” he continued. ‘The social 
significance of life insurance and its con- 
tribution to economic progress provide 
sufficient cause for our feeling enthusi- 
astic about the life insurance business. 
“So far as your company is concerned, 


enthusiasm should be generated by the 
feeling that your company is the best 
company for you and the best company 
for your policyowners. You have every 
reason to be enthusiastic about your job 
when you consider the benefits ot the 
job of life insurance selling that accrue 
to you as agent and the benefits that are 
gained by society. Life insurance sell- 
ing offers a full measure of the qualities 
of an ideal job, and from the standpoint 
of the public the job of the agent is 
highly advantageous. When it is real- 
ized that widespread distribution of life 
insurance socially and economically 
desirable and that the agency system is 
essential to widespread distribution, then 
the social and economic significance of 
the agency system is annarent. 

“To develop a deep feeling of enthus- 
iasm about the service of life insuranc: 
the life man must have an adequate co.1- 
cept of what life insurance is, he must 
have a strong personal conviction about 
the service of life insurance and | 1e must 
see life insurance in action.’ 
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Do You Make Any of These 
7 Mistakes in Prospecting? 


Sometimes, just for a change, it pays 
to consider the negative side of the pic- 
ture—‘the things we do wrong,” H. D. 
Shaw, Continental American, points out. 

“If crying over spilt milk will save us 
from spilling it again, why not? The fall 
is a good time of year for stock-taking, 
and in this spirit we are suggesting some 
of the things that some of us do wrong 
some of the time in prospecting.” Mr. 
Shaw enumerates seven common mis- 
takes: 

1. We prospect and starts.” 


“by fits 


We forget all about it until we are out 
of names; then we have an orgy of 
prospecting. Prospecting is most effec- 


tive and easy when it is done by syste- 
matic plan all the time. 

2. We waste our time on promising 
names instead of qualified prospects. 
Spend some time before calting in cull- 
ing them down. Make every call count. 
There is such a thing as working too 
hard, and the man who calls on every- 
body he hears about is guilty of it. 

3. Then there is the other side of 
the picture, the agent who doesn’t call 
enough. He’s always waiting to hear 
about prospects who are on the point of 
buying, people who are already sold and 
considering the purchase of life insur- 
ance. 

4. We do “blind alley” interviewing. 
When a prospect says No, we let it flag 
us to a stop; what we should do is ask 
for another prospect—or two prospects. 
Use every failure as a stepping stone 
to more interviews. 


5. We try to carry the whole burden 


agent gets others to work for him—wife, 
friends, children, neighbors, club mem- 


bers, policyholders, “centers of influ- 
ence,” merchants and those he buys 
from, prospects who say “No, etc., etc.” 

6. We get stuck in a groove. We 


think of a prospect as being of a cer- 
tain age, occupation, class, etc. We need 


to stretch our imagination by getting 
into new fields, studying prospecting 
from books, trading names with other 


agents. Specialization may be your forte, 
but most of us should blast ourselves 
into new markets. 

7. We need to clean out our pockets! 
Our prospecting file—whether in our 
desk or our pockets—is cluttered up with 
old business that will probably never 
materialize. This is the time of year 
to make a clean sweep of worn out pros- 
pecting possibilities that are poisoning 
our system. It’s a grand and glorious 
feeling to get a clean start and know 
how you stand. 


W. M. Benton, agency secretary Mas- 
sachusetts Mutual Life, won the 
prize as the undefeated contestant in 
the “True or False’ radio program 
broadcast from Springfield, Mass., 
cently. 
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of prospecting ourselves. The smart 
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* That's one prime thing about The Waldorf you take no risk in * 


course, each with private foyer. . 
of menus and prices 


Park Avenue : 








staying here on your New York trips. 
. restaurants with the widest variety 
. the convenience of mid-town location with 
two bus lines at the door and nearby subway. You'll save time and 
add immeasurably to the pleasure of your visit. 
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Here is the new SOCIAL SECURITY 
POCKET SLIDE which has been called the 
“perfect gadget” by enthusiastic agency men. We 
have sold and still have on sale more elaborate 
types at far higher prices—but this one is the win- 
ner. It “has everything” and is cheap besides. An 
agent really lacks nothing on Social Security when 
he has this new “Pocket Slide.” 

Gadgets help sales. That has been proved. An 
agent puts the gadget into the prospect’s hands 
and the sale has begun. Interest is aroused when 
the prospect sets it for his own case (and the agent 
gains important information by observing where 
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Convenient + Easy-to-Use 
‘“‘Direct-Reading’’ Tables 
The ANSWER without Computation! 





The Whole SOcIAL SECURITY Story — 
in a Nut Shell’ — PZUS the “Gadget Appeal 


he sets it). Attention is held for the sales story. 
This gadget has a subtle appeal, too—which 
agents say is effective. It stimulates one to “act 
now” because the benefits, grading down as age 
advances, are always visible to the prospect. 
Price has been brought down to where it is im- 
material. Companies, managers, even agents can 
afford to stock as many as will be used without 
waste. This new Pocket Slide is good “give away” 
advertising plus sales utility. It may be left with 
“centers of influence” who will be glad to become 
authorities on Social Security information. 


Simple — Complete — Effective —Inexpensive! 
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Some form of authentic information on Social 
Security must be kept in stock by all life insurance 
offices from now on. The data in this new Pocket 
Slide (taken from pages 684-5 of the 1940 LIT- 
TLE GEM LIFE CHART) was called by one 
company “so complete and perfect that it is not 
open for improvement.” That company said 
frankly that any change would make it less valu- 
able. It is this “complete and perfect” informa- 
tion that has been put in simple, and inexpensive 
but desirably effective “gadget” form, THE 
NEW SOCIAL SECURITY POCKET 

SLIDE. Another company ordered 2500 with 
their imprint, on sight. May we not imprint a 
quantity for you right away? 


All Sorts of Profitable Uses 


1. As an “approach.” 2. As a service item for 
payroll clerks and personnel managers, etc. 3. 
For use with “brokers.” 4. To leave with “cen- 
ters of influence.” 5. As a quick and easy refer- 
ence for bankers and lawyers and others who are 
frequently asked about benefits. 6. For employ- 
ers to supply employees (or to foremen) to an- 
swer what becomes of the payroll deduction. 7. 
For your personal use in soliciting by+which you 
gain valuable information about your prospects. 


| Get these New ‘‘PocKET SLIDES’ with 
Your Own ImprRInT on them Into Your 
Prospects’ Hands Immediately 
Prices 
5 Slides. . 


$ 
12 Slides. .$ 
20 Slides. .$ 
$ 
$ 





Mail this Coupon for yours Today! 
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1000 Slides. .$75.00 ! 
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IMPRINTING 


Free on orders 
of 1000 and 
more—and only 
$1.50 per im- 
print on less 
than 1000. 
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To The National Underwriter Company 
420 East Fourth Street, Cincinnati 

















Edmund Fitzgerald of Milwaukee, vice- 
president Northwestern Mutual Life, was 
one of the leading speakers at the meet- 
ing of the Life Office Management Asso- 
ciation in Des Moines. 
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Top row, left to right: President Lewis W. Douglas of Mutual Life of New York, guest of honor at the New York City 
Life Managers’ Association dinner: Osborne Bethea, Penn Mutual, association president; and Holgar J. Johnson, president 
Institute of Life Insurance; Vice-president A. E. Patterson, Penn Mutual, and Vice-president and Manager cf Agencies G. A. 
Pation, Mutual Life of New York. 

Below: Sheppard Homans, general agent Equitable Society, New York City, and Equitable Vice-president W. J. Graham, 
At right, Mutual Life Manager Julian S. Myrick, who introduced the guest of honor; Mr. Douglas and Mr. Bethea. 


(Right) Among the executive secre- 
taries active at the National Association 
of Life Underwriters’ annual meeting in 
Philadelphia was Mrs. E. F. Spencer of 
the Buffalo association. 


Robert J. Maclellan, president Provident Life & Accident. was honored by his 
associates on his 35th anniversary as an official. Mr. Maclellan became president 
of the Provident in 1916, following the accidental death of his father, Thomas 
Maclellan, one of the founders of the organization. 

Shown in the photograph are Judge Alexander W. Chambliss, vice-president, 
who presented President Maclellan with a silver vase as a gift of the company, 
President Maclellan. and W. C. Cartinhour, vice-president and secretary, who pre- 
sented the 35 year Provident service emblem to the president. 

These presentations were made at a luncheon attended by officers and de- 


partment heads. 

For 1941 the Connecticut Mutual will publish another calendar featuring the 
works of 12 of America’s foremost contemporary artists. Its 1939 and 1940 calendars 
have enjoyed such wide appeal that it feels that the value of this type of calendar 
is definitely established. 

The accompanying illustrations of four of the calendars full-color reproductions 
are Joseph Margulies’ “Gloucester”; George Schreiber’s “White Night’; Agnes Tait's 
“The Aristocrat’; and Gordon Grant's “Sails in the Sun.” Also represented in the 
calendar are Rockwell Kent, Georgina Klitgaard, Hobart Nichols, Gifford Beal. 
Frederick J. Waugh, Joseph W. Golinkin, Millard Sheets, and Dale Nichols. 





